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Improve 
The 


DOUGHBOY Challenges the Field! 
Read Our Ofter: 


Doughboy Mash Concentrate with Controlled Cereal Grasses improves 
any feed, regardless of cost or vitamin concentrates, by any standard, 
including egg production, livability, growth or hatchability. 


a 


| 


Add Doughboy Concentrate with cereal grasses to your 
mash. If your customers find our statement, above. is not 
true, we will gladly refund the cost of the concentrate and 
cereal grass. You can’t lose! You get your profit anyway. 
So decide today to give this new feed ingredient a fair trial. 
We know it will build steady repeat business for you. 
Remember, powdered cereal grass is the only way science 
has yet discovered for giving chickens the benefits of spring 
greens feeding all year long. And remember, too, cereal 
grasses are not ordinary grasses. They are the tender select 
grass shoots of wheat, oats, rye and barley — grown under 
scientific conditions — then cut at the peak of their vitamin 
potency. They are rich spring grasses because they are 
cut only in the spring and preserved by special process. 


CONCENTRATE 


Rush facts on Doughboys Green 
Grass Story, and details of money- 
back challenge! 


DOUGHBOY MILLS, INC. Mx... 


NEW RICHMOND, WISCONSIN gy Address 


pre. 

4d 

SA 

; - 


New Plant 
Belitz Bros. 


Cleveland, Wis. 


TARTED as a hatchery in connection with which 


they operated a large farm where they raised the 
finest turkeys in that part of the State — the Belitz Bros. 
decided to expand, and built the Feed Mixing and Grind- 


ing plant shown at top of page. 


Much thought was given to the equipment for the 


plant, with the result that all Strong-Scott equipment was 


used — and included a Pneumatic Attrition Mill; Feeder, 


Scalper & Magnetic Separator (see center picture); 30 


h.p. Motors; Triple Action Dry Feed Mixer (see bottom 


picture); Cob Crusher; Head Drive; Belting; Elevator 


Cups, etc. 


View showing Feeder, Scalper 
& Magnetic Separator and 
Pneumatic Attrition Mill. 


The location of the equipment was given particular 


attention — efficiency and minimum of space require- 


ments were the dominant factors. 


If you are going to build or re- 
model, you will want complete 
particulars on our equipment. 
Write for them — there is no 
obligation involved. 


Fverything Jor Every Mill, Elevator | 


and Feed Plant | 

The Strong-Scott Mfg Co. IRIS | 
Branch Office: Great Falls, Mont. Minneapolis Minn. StoTy 


Overhead installation Triple 
Action Dry Feed Mixer. 


FRED H. CHASE, Representative 
Box 124 Oshkosh, Wis. Telephone 8187 
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“Merchandising is just as 
much of a scientific 
problem as the chemistry 
of nutrition.” 


MERCHANDISING MAGAZINE OF THE FEED INDUSTRY 


JANUARY, 1941 


Vol. 17 No. 1 


DAVID K. STEENBERGH 
ELDON H. ROESLER 


Advertising Manager 


Farm Quiz Sessions... 7 
Circulation Manager They Got the 9 

i2 
Feed and Monuments... 17 
Well Groomed Store... 
Main Street Location... 23 

ON THE COVER—While the year Fights Competition with Two Brands... 24 

1941 may be filled with trouble for 2 2 

but that the American farmer will be 

busy and prosperous during the com- 

ing months, due to increased national $10,000,000,000 Farm Income for 1941.00.00, 30 

earnin ower and greater demand. 

od Indiana Dealers Convention 33 

cover perhaps symbolize the position : 

man can foretell the future, but we ~ 

his fellowmen, his country, and in him- Modern Equipment Helps Make Profit... = | 

self, has solved his most vexing prob- ; 


lems through the centuries and will Kracked Korn... 


do so again, 


PUBLISHED MONTHLY by the Editorial Service Company, Incorporated, 741 North Milwaukee street, Milwaukee, Wis. 
David K. Steenbergh, President and Treasurer. 2 

OFFICIAL PUBLICATION of the 
Central Retail Feed Association, 741 North Milwaukee street, Milwaukee. David K. Steenbergh, Executive Secretary. 
Eastern Federation of Feed Merchants, 35 Douglas road, Glen Ridge, N. J. Louis E. Thompson, Secretary-Treasurer. 
New England Retail Grain Dealers Association, Box 8, Ludlow, Mass. Lynne P. Townsend, Secretary. 

Ohio Grain, Mill and Feed Dealers Association, 30 East Broad street, Columbus, Ohio. W. W. Cummings, Secretary. 
Western Grain and Feed Association, 827 Grand avenue, Des Moines, Ia. Harold E. Theile, Executive Secretary. 
SUBSCRIPTION RATES: Single copy, 25 cents; $2.00 per Year; $3.00 for Two Years. Entered as second-class matter 

March 13, 1940, at the post office at Milwaukee, Wisconsin, under act of March 3, 1879. 
ADVERTISING RATES on request. Changes in advertising copy may be submitted up to the 25th of the month preceding 
date of issue. 
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~FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of... 


Wheat @nan 
Wheat Middlings 
Rye Middllingas 
Malt Sprouts 
@newens Grains 
Linseed Meat 
Soybean Meal 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


Laboratories and Offices 


GENERAL BIOCHEMICALS 


INCORPORATED 


Manufacturers of 


NUTRITIONAL BIOCHEMICALS (Vitamins) 
CONCENTRATES FOR FEEDS 
CAROTENE 
RIBOFLAVIN 
NICOTINIC ACID 


Other biologically important factors are also available. 
For further information write to 


GENERAL BIOCHEMICALS, Inc. 


10 Laboratory Park ++ Chagrin Falls, Ohio 


Manna 


PROVEN 
PROFIT 
BUILDER 

FOR DEALERS 


Calf-Manna’s consumer acceptance has 
been a big factor in building profits for Calf- 
Manna dealers everywhere. Calf-Manna is a 
complete calf food, fed dry just as it comes 
from the bag. No mixing or warming neces- 
sary — no weighing — no waste — none of the 
dangers of pail feeding. In addition, Calf- 
Manna makes other feeds more digestible. 
Don’t pass up the dealer profit possibilities of 
Calf-Manna! 


Calf-Manna is Sold in 
48 States and 26 Foreign Countries 


ALBERS BROS. MILLING CO. 


OCONOMOWOC SEATTLE 
WASHINGTON 


WISCONSIN 
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grain, seed 
feeds 


largest capacity 


A 15 to 20% greater capacity—and more uni- 
form separations: a large reduction in clean- 
ing “shrinkage”—less power, attention and 
up-keep expense .. . World’s most modern, 
bestbuilt and cheapest-to-use Cleaners. 


Ask for catalog B-159 


S. HOWES CO., INC., Silver Creek, 


3 | ¢ 
| 
| 
QD magic gq “Screen 
PROVEN 
‘super’ cleaners 
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DEALERS! 


you 


want PLUS business, 
recommend and sell= 


SWEET MIXING FEED 


The ARCADY 
story is being 
told over and 
over to your 
customers 
and prospects on 16 
KEY RADIO STA- 
TIONS to help you 
make more sales. 


PREMIUMS 


Every sack 
of ARCA- 
DY feed 
contains a 
valuable 
premium 
coupon. 

Write for 
your Free supply of 
booklets which show 
the many valuable 
premiums from which 
your customers can 
make their selection. 


TESTED 


ARCADY 


Nearly every dairyman and stock feeder knows the value of mo- 
lasses in feeding their stock. They have tried in scores of ways to 
introduce it into their feeds with the too-often annoying result of 


lumping, molding and general messy handling. 


ARCADY SWEET MIXING FEED, in one jump, clears all these 
obstacles for you and your feed customers. It is slow cured by an 
exclusive process that assures free running, easy handling .. . a 
concentrate feed containing from 45 to 50 percent pure, sweet, 


cane molasses. 


With it you can mix, under your own label — Dairy, Stock, and 
Poultry Feeds which will bring you added sales and a growing 
reputation for reliable feeds and service. 


You can also fill the demand for a molasses concentrate which your 


home-mix feed buyers can handle with complete satisfaction. 


ARCADY 
FEEDS 


FOR ALL LIVESTOCK AND POULTRY 


ARCADY FARMS MILLING COMPANY: 223 WEST JACKSON BLVD. 
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indiana feed firm finds 


Sessions 


ILL SCHUH of Schuh Bros., 

feed store operators in 

downtown Indianapolis, 
says that in the spring and, to some 
degree, at other seasons, a visitor 
might mistake the store as a sub- 
station of Purdue university. All 
sorts of farmers, dairymen and poul- 
trymen are asking all sorts of ques- 
tions. 

“It pays to know the answers 
too,” he observed recently. “It saves 
the customers a lot of time and both- 
er. It builds goodwill for the feed 
and farm supply man to provide this 
information service.” 

Mr. Schuh said the business was 
not by any means limited to the 
retailing of commercial feeds. Prob- 
ably a large majority of the custom- 
ers are not farmers at all but sub- 
urbanites, including market garden- 
ers, and folks in the city. This store 
does a fine business in seeds of all 
sorts, chicks and poultry equipment, 
sprays and orchard equipment, but 
the management finds time to main- 
tain close relations with farmers, 
too, always boosting one nationally 
advertised line of commercial feed 
and a popular brand of dog food. 

“We've been here in business 
eleven years,” explained Mr. Schuh, 
“so we know the trade we serve. 
We realize that due to our down- 
town location, our commercial feed 
distribution is limited. But while 
we're pushing feed sales we're find- 
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ing opportunities to sell other mer- 
chandise, including remedies and 
insecticides. On one preparation, 
designed to check the ravages of 
chewing insects, for example, we're 
doubling our sales over last year. 
While this business has its worries 
and tribulations, like any other, if 
a feed dealer is a business man, 
adapting his operations carrying 
merchandise to meet the needs of 
his trade, it is just about as attrac- 
tive as any class of retail business.” 

Mr. Schuh is a firm believer in 
the principle of live display. At the 
Easter season, he makes it a point 
to have chicks and rabbits on dis- 
play, demonstrating the efficiency 
of commercial feeds. He uses his 
windows effectively, having a good 
location for this activity. The store 
is just across the street from the 
courthouse, with people always 
coming and going. He thinks win- 
dows are more attractive with 
something alive in them, too. In this 
connection, an amusing incident oc- 
curred recently. 

“Folks who get used to seeing 
chicks, rabbits, puppies, or some- 
thing else in a feed store window 
get in the habit of standing in little 
groups to see the capers of the 
creatures,” said he. “One day I 
observed such a group out front 
astonished because we had 
nothing alive in the windows—or 
so I thought. Imagine my feelings 


when I stepped outside to discover 
what the attraction could be. What 
would you guess? Nothing but ants! 
A great number of them had work- 
ed their way into the window from 
somewhere and were giving an 
appreciated public exhibition. Well, 
I thought to myself if folks would 
stop to watch so insignificant a 
thing as an ant, certainly a little life 
in a window is mighty beneficial.” 

Mr. Schuh says the booklets and 
folders issued for advertising pur- 
poses by commercial feed manufac- 
turers and other manufacturers 
should be properly placed for best 
results. But he says there is an- 
other thing generally overlooked in 
this connection. The feed man 
should read and study this advertis- 
ing literature as there is many an 
excellent merchandising suggestion 
in them. The man engaged in out- 
side selling should make a really 
intensive study of this literature— 
to obtain sales levers and to be 
able to distribute to best advantage. 

“In a printed advertising sense, 
I assume you would call us rather 
conservative,” added Mr. Schuh. 
“We use a little newspaper space, 
do even less direct-mailing and dis- 
tribute very little novelty advertis- 
ing. We urge our customers to tuné 
in on the commercial feed manufac- 
turers’ radio program which origin- 


(Continued on Page Fifty-two) 


q 
q 
i 
4 


Stowth promot; 
Properties 
RLatenr tha 


@ Recent investigations* have verified this fact. The addition 


of dry skim milk to a flavin deficient diet resulted in greater 


(Crystalline Riboflavin) 


T FIVE WEEKS 


WEIGHT OF CHICKS IN GRAMS A 


325 475 550 
MICROGRAMS OF RIBOFLAVIN PER 100 GRAMS OF FEED 


growth response per unit of flavin added than did the addition 


of crystalline riboflavin. 


It is the plus values of dry skim milk that account for its impor- 
tance in poultry and animal rations. There is NO substitute for dry 


skim milk results. Be sure you use enough for real feed efficiency. 
*Details on request, 


There t | 
NO substitute 
D 
NO mi 
& & 
0 ils flayi scribed 
ent. 
j 
| AMERICAN DRY MILK INSTITUTE, Inc., 221 N. La Salle St., Chicago 
4 AMERILAN Inc., 22] N. La dalle ot., Uhicag 
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They Get the Orders 


help the customer policy 
works well for feed firm 


E got the order,” said P. R. 

Heyward as he came into 

the office of the Nassau 
Farmers Corporation, Inc. in Mine- 
ola, L. TY. 

“Good. What swung it?’ asked 
J. J. Fitzgerald, showing unusual 
enthusiasm over the success of his 
co-worker. 

“He followed the feeding advice 
we gave him and it brought his 
flock around into production. The 
man’s making money—good money 
—now.” 

This incident was enacted the 
afternoon a representative of The 
Feed Bag visited the firm's office. 
Delving into the activities there, it 
was found that such incidents are 
repeated several times a day, sev- 
eral times a week, week in and 
week out. The characters in this 
“Merchandise Play” are Mr. Hey- 
ward, salesman, and Mr. Fitzgerald, 
bookkeeper. 

It is through such incidents that 
the Nassau firm reports approxi- 
mately $150,000 annual gross sales. 
These men know their feeds and 
farm supplies and gladly pass in- 
formation on to the customers who 
may need it. 

Mr. Heyward and Mr. Fitzgerald 
are veterans in the trade. During 
their years of association with feed- 
ers and their problems, they have 
gleaned a world of feed knowledge 
that they are putting into practice 
each day to make money for their 
employer, Samuel Domnitz. 

How do they do this? 


They work a section in which 


they serve a number of dairy, poul- 
try, and riding academies run by 
graduates of the agricultural col- 
lege at nearby Farmingdale. These 
men are, in many instances, experts 
in their lines. When the farmers 
have problems, they set to work to 
solve them on the basis of their 
theoretical training and experience. 
Since Mr. Heyward and Mr. Fitz- 
gerald are in contact with them, 
they pick up bits of information that 
can be passed on to customers 
when the occasion presents itself. 
“A woman who had retired from 
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a lucrative office position in New 
York bought a place out here and 
stocked it with several hundred 
chickens,” said Mr. Fitzgerald, “She 
told us in a joking but sincere man- 
ner that she wanted to spend the 
rest of her life ‘in peace and quiet’. 
Her savings were sufficient to make 
the land and flock purchases, but 
the business had to be profitable to 
keep her going. To afford her the 
security that she wanted. She kept 
books on her flock. Unfortunately, 
she was losing money. Mr. Hey- 
ward,” said Mr. Fitzgerald, waving 
his hand in a friendly gesture, ‘was 


CHECKS from farmers pay- 
ing up in full are welcome 
in any feed store. P. R. 
Heyward inspects a big 
check which a farmer mailed 
in while J. J. Fitzgerald 
looks on happily. The pic- 
ture on the right shows the 
neat front of the big build- 
ing used by Nassau Farmers 
Corp., Inc. 


making a routine call and learned 
of these circumstances.” 

“He sat down with her to work 
out a solution. He went over the 
basic reasons for decreased egg 
production such as lack of strength 
in the birds because of improper 
selection for breeding; parasites, 
and failure of the birds to eat suffi- 
cient feed.” 

“Do you know what she was do- 
ing? She was so anxious to make 
the flock show a profit that she was 
only throwing out about 16 pounds 


of feed per 100 birds. We advised 
her to step up the feed output and 
then the hens began to respond. 
Shortly, egg production went up.” 

There are 40 dairies of 40 to 100 
cows in the section and a large 
percentage of the firm’s business is 
secured from them. The men who 
own these farms are, of course, in- 
terested in milk production. Dairy- 
ing is a business with them. Since 
winter in this section is about eight 
months duration, the men are con- 
cerned with keeping up production. 
Through the advice of Mr. Heyward 
and Mr. Fitzgerald the farmers, by 


using proper supplements have 
been able to keep up production 
and in many cases increase it. 
When customers find that winter 
can be profitable through correct 
feeding, there isn’t much for Mr. 
Heyward and Mr. Fitzgerald to wor- 
ry about from the selling angle. 

The firm began in 1908 with the 
establishment of the E. Fitzgerald 
& Sons Feed Company. In 1912 it 
became the Nassau Farmers Cor- 
poration, Inc. Mr. Domnitz’ employ- 
es are loyal and have built, under 
his direction, one of the strongest 
firms on Long Island. 

This brings to light another point 
that is emphasized by this firm. 
It is “service.” They believe in it 
and the farmers have come to rely 


(Continued on Page Forty-eight) 
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November 25, 1940 f 
COo-oF 
ASSN. 
/ Hubbard Milling Company 
Y = 


Menketo, Minne 


Gentlemen: 


Tt has past 
efiliated, during Piparmer's and 
be organizations owne ry 
+wo 


an their welfare: 


th writer's good fortune Mondovi Equity Elevator Ass‘n. 


t 
ears, Wi 
twelve venterested 


a of gree s 
a and foun lve years: 
oor eleven of po a decided 
HUBBARD Program we have “carter and 


The HUBBARD SUNSHINE 
Plan of mixing tested feeds 
that ‘‘make a profit for the 
man who feeds them” is 
the sure way to build a 


: permanently successful 
ause by using permane 
sness iS growing ved 
our feeders good po 
ctione 

cheap produ 

very truly yours, 
Ne 
| EQUITY ELEVATOR ASS 


We will gladly show alert, progressive dealer-mixers the com- 
plete business histories of hundreds of successful, locally 


owned feed businesses, all built The HUBBARD SUNSHINE 
Way. Write for details. 


MANKATO, MINN. 
EASTERN BRANCH 


410 ELEVENTH STREET, AMBRIDGE, PA 
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A PROSPEROUS _ Starting on page 30 of this issue of The Feed Bag, the 
NEW YEAR editors and publishers of the leading farm journals of 

the United States tell you that agriculture is going to 
be more prosperous in 1941 than during any of the past 20 years. 


This is good news for the feed dealer, the feed wholesaler and the feed 
manufacturer. 


No other industry is as dependent upon agriculture as the feed industry. 
The feed man is the farmer’s merchant, banker, counsellor and friend. A feed 
man can only prosper in direct proportion to the prosperity of his farmer 
customers. 


Don't fail to read everything that the farm paper editors have to say and 
note, particularly: 


1. That livestock, dairy and poultry farmers seem likely to fare better than 
the purely crop farmers. 


2. That some authorities are urging farmers (and why not the feed men) 
to keep fairly good stocks of feed on hand. 


3. That the defense program has increased purchasing power and conse- 
quently demand for agriculture commodities and that this increase is likely 
to be continuing for at least several years. 


4. That the possibility that this country will enter the war during the year 
does not alter the picture to any marked extent. 


The Feed Bag is glad to bring this good news to its readers. We feel con- 
fident that better business and bigger profits are ahead for the feed industry 
and we urge that this is the time for every feed firm to adopt improved mer- 

_ chandising methods. 


Corporate and individual income taxes are certain to be higher than ever 
before so it is now thrifty to let the government share with you the cost of 
increased advertising and more aggressive merchandising. Plan now so that 
your business will carry on in the lean as well as the fat years. 


We congratulate you on the advent of a prosperous New Year. 


THE FEED BAG — January, 1941 


: 
> 
| 
| 
i 
i 
i 
{ 
3 
i 
elle 


sweetened with profits from 
partners’ timely sales ideas 


HEN E. C. Bingaman and 
O. H. Fisher took over the 
old Fremont Elevator at 


Fremont, Ind. three years ago, the 
business had soured. There was lit- 
tle business but they had complete 
confidence that with modern selling 
methods combined with good equip- 
ment to do custom grinding, they 
could build up a profitable business 
among the increasing number of 
farmers engaged in dairying, hog 
and poultry raising. 

They reasoned that few farmers 
now sold their corn, oats, wheat 
and other grains to the elevators for 
cash, as they once did and upon 
which this organization formerly de- 
pended for its profits. 

“When we came in here the first 
thing we did was to stock up with 
nationally advertised mixed feed for 
poultry, hogs and cattle,” declared 
Mr. Bingaman. “Farmers had quit 
coming here because the former 
owners had allowed the business to 


run down. To bring them back, we 
had to offer them a line of merchan- 
dise and grinding service that they 
would accept, then promote their 
interest through a pre-planned sales 
promotion program. 

“Upon the old and proved theory 
that goods well displayed are half 
sold, we promptly lined the wall 
outside, on the loading platform, 
with large stocks of the most com- 
monly used livestock feed. Inside 
we separated the various products 
into attractive assortments where 
farmers would be sure to see it 
when they entered the mill. We 
placed these displays along the 
sides and ends, and also carried 
large displays of block salt out in 
the open. We soon found that these 
displays interested farmers, and 
while waiting for their own custom 
ground feed, many would be re- 
minded to buy various kinds of ad- 
vertised products. 

“Above each large assortment of 
feed, we put up the lithographed 
signs furnished by the manufactur- 
ers and also tacked them up on the 
outside in the most conspicuous 
places—just enough of them to in- 
sure a reading while they were 
waiting around the mill for service, 
but not too many to be confusing.” 

“Our next step was to go right 
out into the country to visit the 
farmers in their own premises, 


CONSIDERABLE BUSINESS 
is needed to keep a big 
plant like this going in a 
rural community, but E, C. 
Bingaman and O. H. Fisher, 
supplied it. In the second 
picture, the Fremont crew 
are leaning against the de- 
livery truck. The third pic- 
ture shows fine hog quar- 
ters on a farm, but hogs 
here are fed corn on the 
stalk, which means an un- 
balanced ration and waste 
of corn. The Fremont crew 
points out good hog feed- 
ing programs to farmers. 
The fourth picture, bottom, 
shows a hog farmer who 
uses good feeding methods 
and gets results. 


shake their hands, call them by 
their first names. We told them 
about our products, how they would 
help them make higher profits and 
in the sincerest way ask them for 
their business. Many told us that if 
we could make good our claims 
they would deal with us, and they 
did.” 

“But once over the territory is 
not enough,” says Bingaman. “If 
you want to stake your claim to 
profits, we figure that it is necessary 
to see these farmers often. We keep 
one man out at least two days each 
week, and in the three years that 
we practised this plan, it has work- 
ed well. We feel this is important 
for two reasons. (1) There is other 
competition around us, and by 
showing our real interest in the 
farmers’ problems we are more sure 
of holding their trade. (2) Even 
more important, there is the com- 
petition of delayed action, indeci- 
sion to use mixed feeds, inaction in 
the matter of bringing their grain 
to us for custom grinding. Our di- 
rect contacts with this class of farm- 
ers are the surest methods we've 
been able to devise to break down 
this resistance and bring profitable 
business into our mill.” 

In addition to their regular sche- 
dule of spending two days each 
week interviewing farmers to pro- 
mote sales of advertised products, 
custom grinding and coal in season, 
the Fremont Elevator advertises 
each week in the local paper which 
is mailed to 7,000 families in that 
area. “This costs less than direct 
mail,”” said Mr. Bingaman, “and it 
keeps our name constantly before a 
large list of prospective farm pros- 
pects and customers. These ads are 
changed often, and direct the farm- 
ers’ attention to seasonable needs. 
Last fall we carried on a campaign 
to promote a 26% mash supplement 
for greater egg production. In win- 
ter we advertise coal and custom 


(Continued on Page Forty-nine) 
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.... Guaranteed potency 


of VITAMINS A AND D 
will help them LIVE! 


Poultrymen plan to raise more chicks! That’s the report 
from many hatcheries. 


What’s important to you is the fact that poultrymen 
will be feeding more chicks. 


They will be feeding carefully so that their chicks will 
live, build bodies, grow. And they will depend on you 
for guaranteed potency in Vitamins A and D—so essen- 
tial to livability and growth. 


*4 trademark of E.R. Squibb & Sons 


Feed manufacturers who use EXADOL* in their feeds’ 
are sure to meet the need of their poultrymen for 
Vitamins A and D. 


Exadol is Squibb’s High Potency Vitamin A and D oil. 
It is guaranteed in vitamin potency. Exadol, in a well-bal- 
anced starter or growing mash, helps chicks get a good 
start in life, live and grow. 


Fortify your feeds with Exadol. Squibb guarantees Exadol 
to contain 3,000 (or more) vitamin A, U.S.P. XI units, 
and 400 (or more) vitamin D, A.O.A.C. chick units, 
per gram. 


Use Exadol—a proved product. Sell its importance now— 
when poultrymen are starting their new flocks on their 
way! Write for prices and full facts about Exadol. Mail 
the coupon today. 


SQUIBB — a name you can trust. 


E. R. SQUIBB & SONS FB-1 
Veterinary and Animal Feeding Products Division 
745 FIFTH AVENUE, NEW YORK CITY 


Please send me full facts about Exadol with prices. 
I understand this places us under no obligation. 


EXADOL 


HIGH POTENCY 
VITAMIN AAND D OIL 


Eastern Sales Agents _ Mid-Western Sales 


ATKINS & DURBROW, Inc. 
165 John Street, New York THOMPSON. HAYWARD bi 
1524 S.Western Ave., Chicago 29th and Southwest Blvd. 
177 Milk Street, Boston _ _ Kansas City, Mo. 4 Name 
Pacific Coast Sales Agents 
1206 Maple Avenue 1217 Sixth Avenue South 
Los Angeles, California Seattle, Washington City 
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EASTERN DISTRIBUTORS FOR 


E. R. Squibb & Sons 
EXADOL 
3,000 or more Vitamin A and 
400 or more Vitamin D units 
e 
VioBin Corporation 
REX WHEAT GERM OIL 


A cold processed, extracted 
oil, rich in Vitamin E 


€ 
Pabst Brewing Co. 
PABST'S BREWERS DRIED YEAST 


Contains 20,430 units 
18,160 gammas Riboflavin and 
158,900 gammas Nicotinic Acid 


California Packing Corp. 
REGULAR BIOTOL 


Not less than 85 Vitamin D 
and 600 Vitamin A units 


SUPER BIOTOL 
Not fess than 3,000 Vitamin 
A and 400 Vitamin D units 


VITAMIN A OIL 
_ 25,000 U.S. units 
per gram 
American Butter Company 
GREENMELK 


Young green cereal grasses and 
buttermilk in semi-solid form 


DRIED GREENS-BUTTERMILK 


Young green cereal grasses and 
buttermilk in dried form 


Keep to the right / 


What lies beyond hill or curve the driver cannot know, but the old, familiar rule 
of the road guides him safely on. 


You in your business—and we in ours—keep to the right and move safely on to 
greater progress when we make quality the standard we follow. 


Quality guides you in selecting not one but every ingredient in your feeds, so that 
the products you sell may build your reputation and success. 


Quality guides Atkins & Durbrow in meeting your need for vitamin products— 
essential to present-day feeds. Quality has guided this company in choosing the 
firms for whom we sell. Here are represented only companies that are well- 
known, reputable—companies who manufacture quality vitamin products: E. R. 
Squibb & Sons, Pabst Brewing Company, California Packing Corporation, 
VioBin Corporation, American Butter Company. 


Associate your feeds with these names. Make Atkins & Durbrow—the House of 
Vitamins—your “headquarters” for vitamin products. Our sales representatives 
operate from 10 centrally located cities, We have warehouse stocks in 8 cities. 
We are prepared to render you efficient, thorough service at all times. 


See the Atkins & Durbrow representative when he calls. Hear his story. You 
will find him the type of man you like to do business with—a true representative 
of a quality house. 


HEADQUARTERS FOR 
QUALITY VITAMIN PRODUCTS 


ATKINS & DURBROW, rnc. 


(Proprietors of The OK Company) 


165 JOHN STREET, NEW YORK, N.Y. 


CHICAGO BOSTON DETROIT 
1524 South Western Avenue 177 Milk Street 3023 Vicksburg Avenue 
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Your Profit 


Vy: ALL know there is no 
royal road to success. No 
one in his right mind will 
aitempt to advise you how to run 
your business. What is profitable 
for one merchant may be unprofit- 
able for another. There’s an old 
adage, “What is one man’s medi- 


cine is another's poison.” 


From my many years of associa- 
tion with retail business and its 
problems, I have made a few ob- 
servations on the feed business and 
you may find some of them helpful 
in your troublesome problems of 
management. 

One of your chief problems is 
very much like that of the high- 
powered efficiency expert who 
managed to get himself a job with 
what he mistook to be an employer 
well able to pay the high salary he 
had asked. After being engaged, he 
asked his new employer what his 
first duties were. The employer re- 
plied, ‘Figure out how you are go- 
ing to get paid”. 

Putting it bluntly, that’s the rea- 
son you feed merchants are here. 

It would seem to me that the first 
rule in answering that question is 
to see that you get a decent gross 
profit on your sales. This might be 
a good place to remind ourselves 
again that many business failures 
are still attributable to a misunder- 
standing of the two terms ‘Percent- 
age of Markup” and “Percentage of 
Gross Profit’. I have seen many ar- 
ticles in print on the subject of what 
it costs to do business, and without 
being critical it is easy to assume 
that when the writer refers to ex- 
penses of 15% to 20% or 25%, he 
means that if 15%, 20% or 25% is 
added to the merchandise cost that 
you will then have met your over- 
head expenses, after which a profit 
is to be added. Let’s remember that 
25% added to merchandise cost pro- 
duces only 20% gross profit. Believe 
it or not, people are still losing their 
business because this rule is either 
not clear, or they feel it can be ig- 
nored. Arithmetic hasn't changed 
a bit: 
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don’t let hasty markup and 
profit factor fool you 


A 10% markup on cost still 
produces a gross profit of 9.09% 


19% ........... 13.04% 
20% produces ........... 16.66% 
25% peodmces ........... 20.00% 
........... 23.07 % 
333% produces .......... 25.00% 
SO% produces............ 33.33% 


BUSINESS COSTS 


For many years The Feed Bag has 
stressed the fact that a clear understand- 
ing of the cost of doing business, includ- 
ing markup and percentage of profit, is 
necessary to profitable feed store opera- 
tion. 

This speech by O. V. Wallin, C.P.A., 
Philadelphia, delivered at the recent 
meeting of the Southeastern Pennsylvania 
Feed Merchants association, is another 
valuable summary of these important 
factors in profitable feed store manage- 
ment. Prefacing his speech, Mr. Wallin 
said, 

“I have been unable to obtain any re- 
liable information on the cost of doing 
business in the retail feed industry. I 
hope your trade association will be able 
to sponsor an educational program on 
this subject. 

“I have reviewed in your trade papers 
various articles bearing on this subject. 
There is no doubt but what it requires 
serious attention.” 


The rule works the same for the 
fellow who doesn’t understand, as 
for the one who thinks it can be ig- 
nored. They both lose 5%, or half 
a dollar on every $10.00 sale. 

Now for the fellow who thinks he 
can cut the price, because of vol- 
ume or stiff competition. If he is 
quite sure that he can increase his 
volume by 25% then he can be as- 
sured of just trading dollars when 
he cuts the price 5%. He can even 
cut the price 10% but to do so he 
must increase his sales in excess 
of 66% before he can profit by 
such big-heartedness. Any amount 
he falls short of that 662% increase 
is, of course, the penalty he pays 
for the fun of cutting the price. If 
he feels that he’s a super-salesman, 


then he only has to increase his 
sales by 150% in order to enjoy the 
thrill of cutting the price 15%—of 
course, he will not make any more 
money than he did on the old sen- 
sible basis, but just think of the fun 
he will have. 

Getting back to the question of 
how you can get paid. There is an 
association of lumber dealers in the 
Lehigh Valley who set their sales 
prices so that they can afford to 
allow a 10% discount for prompt 
payment, or for cash. Any account 
not paid on time automatically be- 
comes a subject for investigation. 
No good customer is going to miss 
an opportunity of a 10% discount. 

Here’s another suggestion which 
will help you to get paid. Chester 
C. Davis, a director of the Federal 
reserve bank and commissioner in 
charge of the agricultural division 
of the National Defense commission 
said in a radio speech on October 
17, 1940, “Farm prices in general 
are low. It is my opinion that a 
substantial increase in most of them 
is desirable”. I think Mr. Davis is 
correct. The various commodity in- 
dexes all indicate a gradual but 
steady upward trend. Regardless 
of our opinions, however, I earnest- 
ly recommend that you keep your 
prices in line with market quota- 
tions. As wholesale prices on bran, 
linseed meal and other items in 
your inventory increase, your retail 
prices should be increased in the 
same proportion. As you replace 
your inventories, you will have to 
pay these new wholesale prices. 
Forget your purchase price on a 
rising market, jump ahead to the 
replacement price. On a declining 
market you are forced to forget 
your purchase price and get in step 
with competition, so you should 
take advantage of the same situa- 
tion on the up-grade. The sugges- 


(Continued on Page Forty-two) 
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REG .U.S.PAT. OFF. 


gives you natural, fish liver oil 
Vitamin D in “dry product form 


Flaydry D brings you Borden’s “DRY” VITAMIN D* 
in the potencies that you are now using in your 
formulas — combined with regular Flaydry. This 
gives you the extra nutritional value of milk’s B-G 
group of vitamins along with natural Vitamin D, 
exclusively from fish livers. Flaydry D is guaran- 
teed in AOAC chick units of Vitamin D per gram. 
Borden’s certificate of guarantee assures you of 
the D potency purchased. 

Flaydry D is an economical source of Vitamin D. 
Furthermore, it is easy to use, easy to store, easy 
to mix. Write for information on how you can save 
money by using Flaydry D in your poultry feeds. 

*A natural Vitamin D, from fish livers, 


AOAC-tested, carried with the B-G com- 


plex vitamins of milk in dry product form. 


BORDEN COMPANY 


“Special Products Division 
350 MADISON AVENUE, NEW YORK, N. Y. 
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feed and monuments 


at mellen produce 


HERE’S an old saying that 
“one good thing usually leads 
to another.” 

This certainly is true of the Mellen 
Produce Co., Mellen, Wis., managed 
by J. E. Minton. When this firm 
opened for business twenty-six 
years ago, the officers did not real- 
ize that its creamery business would 
be expanded to considerable extent. 


But farmers liked the creamery 
management so well, that they ask- 
ed for additional lines and services. 
Today the firm not only operates a 
creamery and does a fine feed busi- 
ness, but also manufactures butter 
and casein, distributes automobiles, 
and also operates a garage and 
auto body shop in addition to sell- 
ing farm machinery and buying 
livestock. 

As if this setup isn't diversified 
enough, the firm a couple of years 
ago went into the monument busi- 
ness. 

Sticking to one line of business 
plus one or two related sidelines, 
is an accepted creed in many lines 
of endeavor, but Mr. Minton holds 
that when more than two sidelines 
are added, provided that all have 
some sort of a direct tieup with the 
same farm customers, there is op- 
portunity for extra profit. 


Mellen Produce Co. does a gross 
volume of approximately $500,000 a 
year and employs from fifteen to 
thirty people, according to the sea- 
son of the year. 

“In. our case, diversification of 
effort has helped us build our vol- 
ume and profit," says Mr. Minton. 
“Farmers kept asking for additional 
services and we thought we were 
the logical ones to supply them. So 
when the demand showed up we 
were quick to investigate. 

Mellen Produce is a sales and 
service headquarters for farmers in 
this section of Wisconsin. The feed 
department accounts for $50,000 a 
year. Mr. Minton says that his com- 
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pany also owns and maintains a 
thirty acre farm near Mellen. Inas- 
much as the firm does a large busi- 
ness in buying and selling livestock, 
this farm is very useful as a storage 
and feeding station. 

“Our livestock business helps us 
to keep in close touch with farm- 
ers,’ declared Mr. Minton. “Through 
it we know the various conditions 
that confront different farmers, what 
their feeding practices are and thus 
we can work closely with them. 

While it may seem to be a far 
cry from the sales of feeds and live- 
stock to the selling of monuments, 
Mr. Minton points out that the Mel- 
len Produce Co. was forced to ac- 
cept a large stock of monuments 
from a local granite company to 
satisfy a gasoline and repair bill, 
and thus the firm naturally had to 
try to sell these monuments. Rela- 
tively few monuments are sold at 
retail, most of them being sold at 
wholesale to other dealers. 

“We also handle potatoes,” said 
Mr. Minton, “ as this section of Wis- 
consin has a large annual produc- 
tion in this item. Our potato busi- 
ness also keeps us in close touch 
with farmers. The same is true of 
our farm machinery line on which 
we do a considerable volume of 
business. In fact, our diversified 
lines keep us working with farmers 
twelve months of the year.” 


Concerning credit conditions, Mr. 
Minton states that through the vari- 
ous activities of the company, and 
especially of the creamery, the 
paying ability of farm patrons with 
which the firm deals can be studied 
very carefully. This analyses nat- 
urally helps considerably in extend- 
ing credit if such must be the case. 

“With such a diversified business, 
our advertising program must of 
course feature different departments 
of the firm,” says Mr. Minton. ‘“How- 
ever, we find that our many satis- 
fied customers for miles around con- 


stitute our best form of advertising, 
although we have a regular news- 
paper campaign in our local paper. 
Naturally automobiles get the hea- 
viest share of our advertising dollar 
but feed is also advertised season- 
ally with good results.” 


HERE IS PART of the sales 
and service crew, top of 
page, of Mellen Produce 
Co., where feed, monu- 
ments, implements, automo- 
biles and many other items 
are sold. Below, the firm's 
feed warehouse is separate 
from the creamery. Cus- 
tomers’ cars parked along 
street show that firm does 
a thriving business. Lower 
photo shows the creamery 
begun twenty-six years ago, 
which sired the other de- 
partments of the business. 
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Cath Basis 


says new dealer who 
sticks to this plan 


AY RODEBAUGH, proprietor of 

the Columbia Feed Mill, Col- 

umbia,O. has been operating 
his new mill for about a year. From 
the day of his opening all business 
has been held to a cash basis. It 
has worked satisfactorily in every 
way. Not a single customer has 
complained nor asked for credit, 
the management reports. To their 
knowledge not a single customer 
has been lost by handling their en- 
tire business on a cash plan. 


“It's all in the way you begin— 
all in the way you educate your 
trade,"” the plant manager points 
out. A single sign hangs on the 
wall in the main stock room which 
reads: “Our terms are cash.” That's 
all there is to it. Customers come 
to understand it, and do not ask 
to have their accounts carried on 
the books. Their cash plan is just 
flexible enough not to antagonize 
customers, stringent enough to in- 
sure no losses. Namely, if a man 
happens in and needs some feed, 
says he hasn't got the money along 
with him, but will stop in during 
the next few days, he can get what 


he wants. But knowing that this is 1 


present a statement. Customer had 
no idea it was that much. It knocks 
him cold and he wonders, even if 
he doesnt speak his mind, if you 
have not padded his bill, over- 
charged him for work. It hurts to 
pay that much in a lump sum, and 
you are put on the defensive. It 
is easier, pleasanter and more mu- 
tually profitable for all concerned 
to do business on the cash basis. 
Starting with all new eauipment 
consisting of a one-ton Haynes mix- 
er, one Cross sheller, a Jay-Bee 
grinder and using a 60 h.p. Buda 
gasoline engine for power, the new 
venture has proven profitable. 
The most important factors to be 
considered in opening this new 
mill were first: Location. Columbia 
is only a cross-roads hamlet where 


taxes are low and other operating 
expenses in proportion. The com- 
munity is a wealthy farming sec- 
tion devoted to diversification with 
livestock a leading issue. It com- 
bines dairying, cattle and hog rais- 
ing, poultry. This factor assured 
steady potential sales of feeds and 
custom grinding. The location is 
in the center of an area with no 
other mills closer than 12 and 15 
miles respectively. With cheap 
power from the sturdy dependable 
gasoline engine and excellent ac- 
cessibility over a net work of good 
roads a steady and profitable vol- 
ume seemed assured. 

The building unit is brand new 
too. It is well lighted and clean. 
An enclosed business office and 


(Continued on Page Fitty) 


Boart Nest Rally 


a special favor—just a temporary a 


accomodation, he feels his respon- 
sibility to keep his word good, and 
comes in to pay up. 

“The reasons are so obvious why 
we should get our money when the 


grinding job is finished, or for ma- § 
terial which we pay for when it is 


taken out,” the manager explained. 
A credit business is bound to incur 
some losses, even if percentages 
are low. This eats into the profits 
which belong to the company. But 
what is still worse, whenever you 
extend credit, you may lose the 
money the man owes you and his 
business besides. 

Mr. Rodebaugh figures it ihis 
way. A regular customer needing 
feed every week or so. and having 
grain to be ground and mixed can 
soon run up a bill of $50.90 to 
$100.00. He hasn't kept track of it. 
Often he won't even keep his sales 
slips. Has no idea how much he 
owes. You need your money. You 


ewe 


The medieval custom of “bringing in the boar’s head” was featured at a holiday 
stag party of Des Moines feed men at the Fort Des Moines hotel on Saturday evening, 
December 28. Thirty-three men participated in the get-together which was termed the 
most successful ever held in Des Moines, lasting until the early hours of the morning 
and heralded by Bob Burlingame, news commentator of radio station WHO. 

Invitations to the feed men called them to the “Boar's Nest” of the hotel for a boar’s 
head dinner and everybody ate his fill with the snout being reserved for Walter Berger, 
Des Moines Oat Products Co., who had charge of arrangements. Others on the com- 


mittee were T. G. Dyer, Sargent & Co.; 


C. M. Stormes, Iowa Feed Co. 


R. Opsal, National By-Products Co. and 


H. E. Theile, secretary of the Western Grain & Feed association, is shown carving 
the head in the above party picture. The boar’s head was the gift of David K. Steen- 


bergh publisher of The Feed Bag. 
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NEW 
SELLING 
Cushioned Egg Carton 


CUSHIONED 


CARTON 


NO SET-UP REQUIRED 
NO FILLERS 

NESTED, READY “TO Fil 
ELIMINATES BREAKAGE 
WONDERFUL DISPLAY 


Good Profit Item for Feed Supply Dealers 
Used in Thousands of Stores 


The New Carry-Safe Egg Carton is ideal for Feed Supply Dealers — for egg producers 
— for retail food stores. For the Feed Dealer it is a first rate, fast selling, staple profit 
item. For the egg producer it means economy — saves time in packing and handling — 
eliminates breakage. For the retail food store it provides a wonderful display of eggs 
and builds egg sales. 


| Write Today For Samples a 


Telephone: Superior 3886 


SELF-LOCKING CARTON CO. 
615 E. Illinois St., Chicago, Ill—Dept DC 
Gentlemen: 


SELF-LOCKING CARTON CO. 
615 E.lllinois St. Chicago, Illinois 
| City 
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In Calcite Flour or Calcite Crystals, LIME CREST CALCITE supplies needed 
minerals for poultry and animal feeding at low cost. LIME CREST CAL- 
CITE carries Nature’s unusual blend of nutritionally valuable Calcium 
and “trace” minerals —Iron, Copper, Magnesium, Zinc, and many other 
elements that influence mineral metabolism. 


For nutritionally complete mashfeeds, leading authorities recommend 
the addition of sufficient quantities of limestone. The feed manufacturer 
who adds LIME CREST CALCITE to his feeds for its Calcium value is at 
the same time enriching the rations with fractional amounts of valuable 
“trace” elements —and at a cost lower than for practically any other 
feed ingredient. 


The Lime Crest Way is an excellent way for the feed manufacturer to 
furnish minerals to users of his feeds—at low cost. Do this: 


First, mineralize your mash feeds the Lime Crest Way 
with LIME CREST CALCITE FLOUR—plain, or specially 
Iodized or Manganesed to fit your formula. 


Second, supply your dealers with LIME CREST CALCITE 

- CRYSTALS with which they can fill “grit” orders. This Crystal- 

Hard Grit is needed by poultry for grinding and as an addi- 

tional source of Calcium and “trace” minerals for blood and 
shell-making whenever Nature tells them to mineralize. 


Learn more about the Lime Crest Way of adding needed minerals to feeds. 
For full information on Calcite Flour, Iodized Calcite Flour, or Manio- 
dized (Manganese and Iodine) Calcite Flour—and about distributorships 
for Calcite Crystals — address: 


LIMESTONE PRODUCTS CORPORATION OF AMERICA 
BOX 6, NEWTON, NEW JERSEY 


HOME OF “LIME CREST” CALCITE PRODUCTS 


Lime Crest Calcite Products come from the mineralogically rich deposit known as Franklin 
white crystalline limestone located near Newton, New Jersey. The unusual character of the 
calcite—natural crystallized calciun: carbonate—found here makes it particularly valuable 
as a mineral suyplemcnt for poultry and animal feeding. 


Salsbury’s 1941 Program 
Presented at Meeting 


Field representatives from all parts of 
the country attended the annual sales and 
service conference at Dr. Salsbury’s Lab- 
oratories, Charles City, Ia., December 16-20. 

Staff members reviewed the latest de- 
velopment in poultry disease prevention 
and control, and field representatives re- 
ceived intensive training in disease con- 
trol measures to better aid dealers in offer- 
ing more service to their customers. 

“Service is to be the keynote of our 1941 
merchandising program,” said Herman Bos, 
general sales manager. 

He said that a special dealer training 
manual will be offered as an aid in better 
disease and prevention control work. Many 
new educational and instructive posters, 
pamphlets, charts, mailing pieces and coun- 
ter and floor displays will be provided in 
1941. 

“The greatest service opportunity avail- 
able to any poultry supply merchandiser 
comes through the maintenance of the 
health of his customers’ flocks,” said Mr. 
Bos. 

@ FARMERS ELEVATOR Co., Okawville, 
Ill., recently added a new hammer mill to 
its equipment. 

@ G. S. and KIRBY THRELKELD, Patterson, 
Ohio, recently purchased a 15,000 bushel 
elevator. 


Calendar 


of coming events 


. Northwest Retail Feed Associa- 
tion, Hotel St. Cloud, St. Cloud, 
Jan. 13-14 


Indiana Grain Dealers Associa- 
tion, Columbus Club, Indiana- 


Minnesota Farmers Elevator As- 
sociation, Hotel Raddison, Min- 


Pacific Northwest Feed Associa- 
tion, Inc., New Washington Ho- 
tel, Seattle, Wash.....Feb. 19-20 


Ohio Grain & Feed Dealers Asso- 
ciation, Deshler-Wallick Hotel, 
Columbus, ©..........< June 2-3 


Central Retail Feed Association, 
Schroeder Hotel, Milwaukee, 


Society of Grain Elevator Superin- 
tendents, Minneapolis, Minn. 


American Feed Manufacturers As- 
sociation, Homestead Hotel, Hot 
Springs, Va. ...... June 12-13-14 

International Baby Chick Show, 
Municipal Auditorium, Kansas 
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Well 


OEL SHAVER, Crawfordsville, 

Ind., has operated one of Indi- 

ana’s best feed stores for 
years. He also has a 130,000-egg 
hatchery. “I have heard it said and 
I believe it,” he said, “that every 
business is like every person in that 
it makes either a favorable or un- 
favorable impression upon all who 
may see it. I think it is correct to 
say that a well-groomed feed store, 
like a well-groomed man, makes 
the kind of impression desired. The 
use of paint, keeping things clean 
with soap-and-water, regular dust- 
ing and sweeping all help create a 
favorable impression. For example, 
we have hard maple floors inside 


here which we keep clean, waxed,. 


and polished—I know our custom- 
ers like to see them.” 

Over his thirteen years’ experi- 
ence in business, Mr. Shaver has 
learned to fully appreciate the good 
opinion of people. He realizes more 
fully perhaps than ever before the 
value of that intangible thing we 
call “goodwill” and during the last 
year he devoted a good deal of 
time to its development in his trade 
territory. He has visited many farm- 
ers and has kept in touch with the 
many activities on the farms of his 
county. This ‘goodwill merchandis- 
ing” is not only filled with pleasant 
human experiences but it has help- 
ed him increase his business. 

“I stock but a single brand of 
commercial feeds, made in our 
state, too. It seemed to me the best 
brand on the market, enjoying na- 
tional advertising, its quality assur- 
ed by positive laboratory control— 
so I'm selling it. Nothing about this 
brand to be backward about. The 
result is that I'm moving many car- 
loads of it annually. In addition, of 
course, is the chick business, a line 
of poultry supplies, remedies, seeds, 
and commercial fertilizers. Always 
the best I can find because I believe 
that in the long run, it pays to build 
a business on a foundation of quali- 
ty. We're doing a total volume. of 
around $300,000.” 

Five employees are used in con- 
ducting this business and they are 
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makes 


sales click faster 


for shaver of indiana 


all motivated by the same idea the 
owner has—namely, to render real 
service with quality merchandise so 
goodwill can be increased from 
year to year. A business man in 


Mr. Shaver's city said of him not. 


long ago: “He exemplifies the old 
argument that the best way to suc- 
ceed is to deserve success. He is 
a man who believes in the Golden 
Rule as a policy most fruitful in the 
management of a modern business.” 

The emphasis of merchandising 
in Mr. Shaver’s business is not on 
poultry remedies but he sells a 
good line and feels that remedies 
have a place in the feed store. He 
has a trained man in his employ 
who can advise farmers and poul- 


trymen regarding sanitation and 
disease prevention. When it is de- 
sired, postmortem examinations can 
be held on dead birds to determine 
the nature of the disease. This is 
an appreciated service—a service 
probably which should be further 
developed in many retail feed 
stores. 

This is a time when all feed mer- 
chants are becoming interested in 
advertising. The national defense 
program seems likely to stimulate 
all sorts of business and this means 
more advertising. Mr. Shaver likes 
both newspaper and direct mail. 
He thinks the sort of copy used has 
as much or more to do with results 
than the amount used. In the case 
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“Oh, and I suppose this cute little cow gives condensed milk!” 
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Manufactured 
By-Products & Chemical Cornett 


There’s Extra Profit 
in Mixing MASH-NIC 
with Your Poultry Feeds! 


MASH-NIC is a scientifically prepared nicotized powder that 
affords easy and effective control of poultry roundworms 
(Ascaridia lineata). MASH-NIC contains nicotine in uniform, 
measured amounts—in a special shockless form (U. S. Patent 
No. 2,033,495). It does not lose its strength with age and is 
odorless, tasteless and non-volatile. 


The Nicotine in MASH-NIC is not released until it reaches the 
bird’s intestines, killing said roundworms where they live. It 
will not affect egg production or interfere with growth. 


Start mixing MASH-NIC with your poultry feeds now — 
sell it in packages to your customers. It means greater profits 
for you! Write for full details. 


MASH-NIC 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION . 
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of manufacturers who sponsor radio 
programs, he feels that the retailer's 
duty is to boost for the program. 
There are a great many ways to 
stimulate local interest in any given 
radio program. Mr. Shaver says he 
mentions the programs in his direct- 
mail advertising and urges all to 
tune in. He says he finds the local 
meetings of poultry flockowners is 
a fine place to arouse interest in 
these radio broadcasts. 


“We have windows usable for 
display purposes,” said he, “and we 
use them to display nearly all items. 
It is our practice to make a clean-up 
of windows and a complete change 
of display items about every two or 
three weeks. These well-kept win- 
dows call attention to what is in- 
side and, if managed properly, they 
certainly assist in giving one’s place 
of business that desired attractive 
appearance. We believe it pays to 
think of everything from the other 
fellow’s standpoint — to look for 
something to improve or correct.” 

In fact, good merchandising prac- 
tices, he thinks, always pay good 
dividends and that small things in 
connection with the operation of a 
feed business have a bearing upon 
its success or failure. He makes it a 
practice to clean up everything and 
to rearrange all stock at regular in- 
tervals. He says that live display— 
chicks, hens, pigs, and other fowls 
or animals on demonstration feed- 
ing — has a real place in the 
modern merchandising scheme of 
things. Some dealers say they ob- 
ject to live display because of odors. 
Mr. Shaver says this objection can 
be overcome by regular care and 
cleaning. He advocates also hold- 
ing more farmers’ meetings, in co- 
operation with the commercial feed 
manufacturers, because they cre- 
ate friendliness and good fellowship 
while they are educating the folks 
to the economy of the use of quality 
commercial feeds. 


@ RUSSELL H. HOLMES, Claremont, N. Y., 
has been named manager of the new 
branch store of the Maritime Milling Co., 
Buffalo. Mr. Holmes was formerly with the 
Sullivan County Farmers Exchange. 


@ STEVE HOELTING, manager of the Des 
Moines Elevator Co. plant at Cummings, 
Ia.. died recently when hit by a truck. He 


has been replaced by Joe Kelley, Cum- 
mings. 
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better location on 


Main 


OVING into the proper kind 

of a building somewhat over 

a year ago, Larson & Hey- 
denberk, Hart, Mich., have doubled 
their feed business over the pre- 
vious year. 

This concern started in business 
nine years ago in a small frame 
building across the street from their 
present store. A. W. Larson had 
worked in a creamery for several 
years in Hart while Mr. Heyden- 
berk was manager of a creamery at 
Marion, Mich. When they first start- 
ed in business for themselves, they 
were buying cream and manufac- 
turing ice cream. 

The latter business did not pay 
enough profit and it was discontin- 
ued. Feeds were then added to the 
business and gradually a few other 
items frequently bought by farmers 
were taken on. The business grew 
slowly but steadily. Then came the 
opportunity to lease their present 
place of business. This is a brick 
building 70 x 120 feet. It has its 
own heating system, which is pro- 
vided with an electric stoker. The 
floor is of concrete throughout. It 
had been erected as a factory for 
making car heaters but this concern 
had gone out of business. 

At once the influence of a proper 
kind of building was felt. Its supe- 
riority for the business was evident 
from two angles, the space and con- 
venience angle. 

The space angle contributed in 
several ways. It allowed the carry- 
ing of a much larger stock of feeds 
and of the other items stocked. It 
enabled a division of the various 
departments, with plenty of space 
for each. It provided much more 
display space, enabling the use of 
larger and better displays, both 
floor and window layouts. 

The greatest asset from the con- 
venience angle is the fact that cus- 
tomers drive right into the building 
with room for several trucks or cars 
at one time. This feature has been 
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boosts feed sales 


very effective in bringing new cus- 
tomers to the store. 

The feed business is a store, not a 
mill. Nothing but commercial feeds 
are handled. These embrace two 
nationally known lines, a medium 
price and a higher-price line. The 
large expanse of window space has 
given an opportunity to afford both 
unit and mass displays of feeds that 
have been effective. With plenty of 
floor space, the stock carried on 
hand has been greatly increased 
to where 12 to 15 tons are on hand 
all the time and the small displays 
have increased to where the entire 
stock carried is on display. The 
various kinds of feeds are neatly ar- 
ranged in mass displays. 


“There is no question,’ says Mr. 
Larson, ‘but that mass displays are 
more effective than small displays. 
The mass arrangement gives the 
customer the impression that we 
are selling a large quantity of feeds, 
which we are. If we sell a large 
quantity, they rightly reason that 
what is good for others is good for 
them. These mass displays have 
been responsible for a large in- 
crease of feed business.” 

The cream trade has also pros- 
pered since the removal. Plenty of 
room has enabled the firm to have 
a nice, sanitary, segregated sec- 
tion for testing cream. From 50 to 
70 cans of cream are purchased 
daily. 

Poultry and eggs are also han- 
dled. From 500 to 1000 head of poul- 
try and from 10 to 12 cases of eggs 
are purchased weekly. A consider- 
able amount of potatoes, corn and 
beans are also bought. 

“All these lines work well to- 
gether,” says Mr. Larson. “The buy- 
ing of cream, poultry and eggs 
gives us a very desirable knowl- 
edge of our customers’ feed require- 
ments and at the same time gives 
us the opportunity to emphasize the 
importance of correct feeding pro- 

€ 


QUICK TO TAKE OVER 
a vacant Main Street build- 
ing which formerly housed a 
small industrial plant were 
Larson & Heydenberk. More 
display space and greater 
convenience helped these 
feed men boost their busi- 
ness in the new location. 


grams with our feeds as the basis.” 

“While the combinations mention- 
ed are very effective, we handle 
other lines of merchandise that also 
make a contribution by bringing in 
many other customers and thus en- 
abling our displays and suggestions 
to bear fruit. We handle baby 
chicks, poultry remedies, cream sep- 
arators, motor oil, repairs for farm 
machinery, farm pumps, spraying 
materials, fertilizers, etc. We retail 
a large quantity of eggs and butter 
as well as doing a considerable 
wholesale business in both. We re- 
tail a lot of sugar in bags. This year 
we sold two carloads of arsenate of 
lead. We sell from 40 to 50 tons of 
salt a year. We maintain two trucks, 
a one and one half-ton and a five- 
ton job, employing a driver for each 
who pick up cream, poultry and 
eggs in the country and deliver 
feeds and other merchandise to 
customers.” 

“We believe we have an ideal 
set-up,” says Mr. Larson. “Never 
before did we realize what a con- 
venient place of business means. 
Our customers drive directly into 
our building where they are pro- 
tected from the weather and from 
the prying eyes of passers-by. They 
come in and unload their cream, 
eggs, etc. in comfort and load up 
with feeds and other requirements 
in the same way. While in the 
building, they cannot escape seeing 
our mass displays of feeds. With 
plenty of room, we can talk to them 
privately about their feed or other 
needs without others hearing our 
conversation. By having such a 
commodious and convenient place 
of business, we have doubled our 
feed sales.” 
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of chain grocery stores by 
making two brands of feed 


EED dealers can ill afford to ig- 

nore the inroads which chain 

grocery stores have made, and 
doubtless will continue to make in 
the feed business, asserts Paul Krie- 
ble, feed mill operator and dealer 
in the city of Hudson, rich agricul- 
tural section in Michigan. 

In support of his convictions con- 
cerning this gradual but positive 
encroachment in this rapidly grow- 
ing industry, Mr. Krieble pointed out 
with indisputable evidence how im- 
portant it is to introduce and em- 
ploy effective merchandising meth- 
ods in order to divert this volume 
now going to chains, back into the 
feed dealer's hands where it be- 
longs. 

“I am old fashioned enough to be- 
lieve that a large number of small 
customers is better for us than a few 
large volume-customers,” Krieble 
declared “Certain it is, we need 
some large customers too, but if 
your business is confined to and de- 
pendent upon a limited number of 
large customers your volume suffers 
greatly if and when you lose them. 

“To illustrate what I mean, there 
are several hundred good farmers 
in our trading area. Their business 
on mixed feed, cracked corn, con- 
centrates, remedies, salt, fertilizer 
and scores of other items allied to 
them is desirable and necessary to 
earn profits and make for a perma- 
nent trade. In this area as in most 
other agricultural communities the 
number of small buyers greatly ex- 
ceeds the number of big users. But 
even more importantly many of 
those who are small buyers today 
become big buyers later on, and 
therefore more profitable. 

“We must hold these small buy- 
ing customers obviously. But what 
is happening? It is common knowl- 
edge that chain store organizations, 
although highly successful merchan- 
disers, rarely ever pioneer a new 
product. With uncanny judgment 
and unerring precision, they wait 
until manufacturers and dealers 
have spent huge sums of money 
and tireless effort to create this de- 
mand, then they step in blandly and 
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with serene complacence to share 
in the profits on the new commodity. 
The feed and fertilizer business is 
no exception.” 

Mr. Krieble wants it clearly under- 
stood that he is not criticizing the 
chains for this action. It is the na- 
tural thing for them to do. Neither 
is he complaining—only stating a 
condition which the feed dealer 
must combat. He constructively 
points out that the objective cannot 
be reached by verbal warfare and 
self-pity, but rather by introducing 
and employing sales promotion pro- 
grams and methods which will 
check this progress of feed sales in 
chain grocery stores. 

“With our present set-up,” Mr. 
Krieble explained, “we are at a 
disadvantage, and paradoxically, 
the chains have the advantage in 
getting this business from small but 
very numerous buyers who pur- 
chase a sack or two at a time. Ob- 
viously our greatest obstacle is lo- 
cation. We are on a side street, not 
very far but far enough from the 
retail business section to make it 
less convenient for customers to call 
for ‘‘just’’ a small lot of feed or pack- 
aged fertilizer. City ordinances pre- 
vent locating our mill machinery in 
the shopping district. 


“The chains advertise unceasing- 
ly, their bargains in food and in 
season include “specials” on feed 
and packaged fertilizer, seeds, and 
so on. While shopping for family 
needs, customers see the big dis- 
plays of livestock feed, tagged with 
money-saving prices, which remind 
them that they need some laying 
mash, or other feed in season. Of 
course, the gracious clerks freely 
offer to carry the heavy packages to 
the waiting car outside, as that's 
just a part of their job. 

“Briefly then, the down-town gro- 
cery store offers a steady outlet for 
an increasing volume of feeds, first, 
by favorable location where cus- 
tomer traffic is heaviest every day 
in the week, and secondly, by rea- 
son of space for attractive displays 
to constantly and repeatedly remind 
customers of their needs for these 
profitable products. These results 
naturally suggest the idea that if it 
is a good plan for chain stores— 
why isn't it equally good for the 
independent grocer who wants to, 
and must keep up with his chain 
store competitor!” 

His first step in this program is to 
have the very latest and best equip- 


(Continued on Page Forty) 


Busy Jeed 


Mans 2uiz 


OW well are you informed about the feed business? Can you answer the ques- 


tions your customers ask you? Here 


is a “Busy Feed Man's School” that will 


appear every month in The Feed Bag to help you improve your knowledge. First, 
write what you believe to be right answers to the following questions on a piece 
of paper. Then, consult your copy of The Feed Bag Annual Red Book and turn to 
the pages indicated after each question to find the correct answer. Grade yourself 


20 on each question. 


1. What is the minimum requirement of Vitamin A units for growing chicks? 


(See Page 15) 


2. Name the vitamin whose’chief characteristic is growth promotion? (See Page 17) 
3. In what kind of feed is the oldest type of concentrate mainly used? (See Page 29) 
4. What is the standard vitamin D potency for most reinforced and fortified vitamin 


D oils? (See Page 84) 


5. What is the estimated annual loss from poultry diseases? (See Page 112) 
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NEW PROTECTION 


New Protection for Dealers and Custo- 
mers... Wayne I-Q (Ingredient Quality) 
Feeds are setting new standards of what 
a customer has a right to expect in the 
feed he buys. Triple testing for quality 
protects the feeder’s profits and builds 
more tonnage for alert dealers. In- 
crease your profits with Wayne I-Q. 


WAYNE MAIL BOX 


The Wayne Mail Box Radio Program 
and other new sales promotion plans are 
leading many new customers to Wayne 


‘dealers. Join the happy Wayne family 


today and get your share of the profits. 


WAYNE SAVINGS PLAN 


The Wayne Savings Plan attracts and 
holds customers with all the power be- 
hind the natural urge to save money. 
The Wayne Savings Plan is actually 
saving real money for thousands of 
feeders, who gladly buy from Wayne 
dealers in order to save. 


Get on the Wayne Bandwagon today. 
Write for full information and demand PROOF. 


mani’ 
a 
2 an EXECUTIVE OFFICES « CHICAGO 


| 


A: a Dec. 17 meeting of the South- 
eastern Pennsylvania Feed Merchants 
association at Norristown, the group, under 
the guidance of president John V. Nolan, 
Malvern, president and Howard A. Simp- 
son, Norristown, heard some interesting 
facts about riboflavin and its part in 
feeding. 

Victor G. Aubrey, New Brunswick, N. J., 
described riboflavin found in feeds as pro- 
duced by nature, such as old fashioned 
meat scrap. When it is absent from a ra- 
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Through Farm and Poul- 


try Magazines and Radio 
Stations, reaching from 
Pennsylvania to Colorado, 
Conkeys say—‘‘Look for 
the two Big Red Letters 
on Every Bag—It 
Pays to Follow the Y-O 
Way.” Remember Conkeys 
Y-O Poultry Feeds con- 
tain a rich supply of all 
five important vitamins— 
A, B, D, E and G. Write 
today for Conkeys liberal 
Dealer Proposition. 


The G. E. CONKEY CO. 


6761 Broadway, Cleveland, O. 
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tion, as it is especially in poultry feeds, it 
must be supplied, he said. 

“Only rarely,” Aubrey declared, “can 
farm animals other than cows produce 
healthy young unless flavin is present in 
the right amount.” 

Passing rapidly over highly scientific 
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cod Liver 
Wheat Germ Oil 


potent 
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has been 
sistently 
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facts concerning this necessary factor, the 
speaker gave sources of flavin and units 
found in each source. The liquid drawn 
from distillers grain is one of the richest 
sources of flavin, he said. This liquor, 
once considered a waste to be dumped, is 
now dehydrated and prepared for market. 

Although feed mixers are prone to use 
too much flavin in their preparations, Au- 
brey said, the practice is not harmful. Too 
little of the flavin, however, will result in 
poor production. 

Louis E. Thompson, secretary of the 
Eastern Federation of Feed Merchants, ex- 
plained the work of his office, and reported 
on the recent convention of the Grain & 
Feed Dealers National association at Louis- 
ville, Ky. 

O. V. Wallin, final speaker on the day's 
program, discussed the operation of a feed 
business from a business standpoint, titling 
his discussion the “Importance of Knowing 
Costs, Plus Overhead, Plus a Profit, and 
How to Obtain the Latter.’ His speech is 
published in full in another page of this 
issue of The Feed Bag. 

A dinner at 6:30 concluded the meeting. 
Walter Reiff, Buckingham, Pa., led com- 
munity singing and Aubrey amused the 
guests with anecdotes. An historical re- 
view of mills was shown by Secretary 
Simpson in a series of moving pictures. 
Most of the mills shown were those of 
members present. 

SEEDSMEN’S CONFERENCE 

Seed dealers attended a district Seed- 
men’s Conference held recently at Marion, 
Ind. Oliver C. Lee. Purdue University, was 
in charge of the program. F. E. Conder 
was principal speaker. 

@ FUNK BROS. Seed Co., Bloomington, 
Ill, recently sponsored a meeting of 
company associate growers and dealers. 
Attendance showed growers and dealers 
from eight states were present. 
@ WHITEWATER Co-op, Whitewater, Wis., 
held its grand opening last month, inviting 
the public to a box social followed by a 
dance. Charles Thayer was in charge of 
the program, with all proceeds going to 
the Red Cross. 

FEED MEETING 

A “Feeds and Feeding” meeting was: 
held recently in North Bangor, N. Y., spon- 
sored by the F. M. Johnson Co.. in coopera- 
tion with the John W. Eshelman & Sons Co. 
Dr. D. M. Warren, director of nutrition for 
the Eshelman Co., was the principal speak- 
er, discussing the importance of maintain- 
ing proper balance in the dairy ration. 

INDIANA SEED MEETING 

The second annual seedmen’s meeting 
was held at Columbus, Ind., last month in 
charge of A. V. Keesling. He was also the 
principal speaker, discussing a program to 
promote the use of better seed. 

@ CRAWFORD BROS. Feed Co., Norwich, 
N. Y., was host recently to more than 500 
patrons at its seventh annual dinner party. 
After the dinner, a dance was sponsored 
by the company. 
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quality and service help 


Missouri Man 


merchandise at a profit 


RAIG BROS., operated at 

Memphis, Mo., by R. M. and 

A. G. Craig, is a feed busi- 
ness built directly upon a founda- 
tion of service. The Craigs sell 
many carloads of branded commer- 
cial feeds annually and carry a 
sizeable stock of poultry remedies 
and supplies. They also deal in 
grain, hay, and flour and handle 
one commodity not so commonly 
seen around feed mills and stores. 
That is scrap iron—they handle a 
nice tonnage of it. 

“We've not been doing anything 
sensational,” said A. G. Craig re- 
cently, “but with a couple of em- 
ployees we've been doing a $40,000 
volume here and getting a good 
deal of satisfaction out of the busi- 
ness. Here in Scotland county we 
have nice folks — old-fashioned 
Anglo-Saxon type of people engag- 
ed for the most part in general 
farming. We do have the Daggs 
herd and the Benson herd, nation- 
ally known Angus cattle, here but 
most of our activities in the rural 
districts are just the ordinary sort 
prevalent in many of the cornbelt 
states.” 

Memphis is a small town of less 
than 2000 population in the north- 
eastern part of the state. It has the 
ordinary interests of small towns 
and rural counties and the Craigs 
have found it pleasant and profit- 
able to take an interest in as many 
of them as possible on the theory 
that whatever benefits the locality 
as a whole is bound to benefit all 
the interests in it. One of the move- 
ments popular there as elsewhere 
is the 4-H club. Being helpful to 
these boys and girls is one of the 
best advertising activities there is, 
according to these feed men. They 
believe wherever possible in iden- 
tifying one’s business with the coun- 
ty agent's work, with farmers’ meet- 
ings, and all other events calculat- 
ed to improve farming and to make 
rural life better and happier. 
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“Never forget that 4-H clubbers 
and similar rural youth groups are 
the customers of tomorrow,” ex- 
plained Mr. Craig. “A feed man 
may feel that services rendered or 
favors shown this bunch of young- 
sters constitute lost motion but such 
is not the case. In many instances, 
it is bread cast upon the waters.” 

The Craig business is so situated 
that window display can be utilized 
profitably and the owners try to 
make the windows reflect credit 
upon them. So with the interior. 
Two or three times a month when 
there is spare time, the place under- 
goes a complete clean-up, stock is 
rearranged, new and clean adver- 
tising is put up and everything is 
rendered more attractive to cus- 
tomers. 


“We have a method worked out 
for handling the farm delivery prob- 
lem which may be of interest to 
others,” continued Mr. Craig. “We 
feel it is fair to all and relieves us 
of a burdensome delivery expense. 
For some time we've charged 50 
cents delivery charge up to six 
miles. Over six miles we charge $1. 
This system keeps folks from taking 
advantage in the matter of delivery 
but does not deter those who really 
need feeds or other merchandise 
delivered to their farms. We have 
someone out a large part of the 
time, calling on farmers at home, 
taking feed orders and talking over 
all sorts of feeding problems. We 
never have complaints as to deliv- 
ery charges—and, in fact, we try 
to so conduct the business that no 


Wins King Midas Trophy 


At the annual sales meeting of the Wisconsin-Minnesota division of the King Midas 
Flour Mills, A. E. Gronlund, Iron Mountain, Mich., was presented with the western 
division sales trophy. This trophy is awarded annually to the salesman making the 
best record for the year and becomes the permanent possession of the first salesman 


who wins it three times. 


Mr. Gronlund has two legs on the trophy, having been the winner in 1938 and 1940. 
The trophy was awarded to R. A. Martin, Oshkosh. Wis. in 1936, C. A. Cook, Milwaukee 
in 1937 and to M. L. McCormack, Eau Claire, Wis. in 1939. 

The illustration shows, left to right, W. M. Steinke, vice-president and general sales 
manager, A. E. Gronlund, receiving the trophy from Paul Sather, western sales manager 
and C. A. Cook, Milwaukee, leader for the current crop year. 
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one will have a cause to complain 
about anything.” 

One phase of the Craig business 
has been rather highly developed 
—the pick-up of grain for grinding 
and mixing and delivery in balanc- 
ed mixture form right back to the 
farms. Looking back over 1946, Mr. 
Craig said he felt that working up 
this sort of business has been as 
much appreciated by the customers 
as any. He said he believed this 
service had done as much as any- 
thing this year to help business and 
to make lasting friendships. It is a 


Educational Service 


convenience to many people, hog 
feeders, dairy herd owners, poultry 
flock owners, and many others. 
“We believe in a fairly liberal 
use of local newspaper advertis- 
ing,” declared Mr. Craig thought- 
fully. “Of course, to get benefit from 
it, it must tell something. The old 
stereotyped advertising just to keep 
one’s name before the public is 
definitely out. If one remembers 
that advertising is printed sales- 
manship, puts something up for sale 
that is worth buying, and develops 


PROTEIN of PROVED QUALITY 


Meal 


MAKES 
FASIER SALES 


NATIONAL COTTONSEED PRODUCTS ASS’'N., Inc. 


1411 SANTA FE BLDG. 


DALLAS, TEXAS 


its good points, newspaper advertis- 
ing is profitable.” 

“We've had a mimeograph here 
for some little time,’ said Mr. Craig, 
“and have found the device excep- 
tionally helpful in getting out price 
lists and the like to farmers we 
might not be able to reach in any 
other way. We believe that this 
sort of direct advertising will be 
more used by retail feed men in the 
future. We believe all kinds of local 
advertising have value if done 
right. Even novelty advertising — 
blotters, rulers, pencils, and the like 
can increase feed business if dis- 
tributed properly. We believe in 
calendar advertising — and favor 
really artistic high class kinds. This 
Christmas we put 300 of the best 
wall calendars in customers’ homes 
—a favor to remind them of us 
every day in 1941.” . 


zZ. K. Greene Retires 
After Long Career 


Z. K. Greene, Middletown, N. Y., oldest 
active employe of Corn Product Sales Co., 
New York, retired from service on January 
1, ending a career of 57 years in the feed 
business. 

In 1884 Mr. Greene secured a position 
as traveling salesman with a large Chi- 
cago grain concern and was given territory 
in southeastern New York and northern 
New Jersey. He continued with that com- 
pany until its retirement in 1900, then 
joined Howell & Webster, jobbers in grain 
and millfeed, Middletown. When the New 
York Glucose Co. and Corn Products Re- 
fining Co. merged in 1906, Howell and 
Webster became Corn Products represen- 
tatives in Middletown and Mr. Greene 
handled the Buffalo and Diamond brands 
of corn gluten feed and meal in that terri- 
tory. He had been with the company ever 
since. The Utica office of Corn Products 
Sales Co., represented by C. R. Dean, has 
taken over Mr. Greene’s territory. 

@ STAUFFER-CAMMACH Grain Co., Jop- 
lin, Mo., announced a reorganization last 
month, with Paul and John Stauffer taking 
over complete control of the Baxter Springs 
and Columbus branches, and Henry Giess- 
ing purchasing the Miami property. 
@ DAVID S. WRIGHT, Dunkirk, N. Y., pres- 
ident of a local seed company, has offered 
the city a loan for expenses until the next 
tax collection. Mr. Wright has already 
loaned the city over $500,000. 
@ GEORGE MARRINER, Milford, Conn., 
manager of the Milford Grain Co.. died 
last month. He was 56 years of age. 
@ COSMOS Elevator Co., Cosmos, Minn., 
was incorporated recently by Chas. A., and 
Lillie Bunyan and Harry E. Keene to han- 
dle feed and grain. 
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Portalles 


Se controversy between established 
mill and portable feed grinder is by no 
means new. Feed dealers generally have 
a plan of combat which works out in their 
favor, but quite often it involves price- 
cutting and special services which dig 
seriously into the profits. Jerry Hartnell, 
feed dealer located near Racine, Ohio, 
used a very different method in winning a 
decisive victory over traveling feed grind- 
ers which infested his territory. Hartnell 
started action by making friendly calls 
upon farmers using the portable service, 
getting feed samples from time to time, and 
discussing production of their livestock 
and poultry. 

Within a month he had enough evidence 
to enable him to place in his store display 
window, two glass tumblers; one tumbler 
being filled from an average batch of 
home-mixed feed, the other from a custom 
mixed batch as prepared at the store. 
Under the respective glasses, he placed 
cards worded thus: 


THIS FARMER:— 


Saved 1l¢ per cwt by home grinding 
and mixing his feed. He can't duplicate 
the mix. No two batches are alike. One 
batch will be too rich in spots, another 
too lean. His egg and milk production will 
fluctuate with his feeds. 


THIS FARMER:— 

Had his grinding and mixing done at 
Hartnell's. The work is guaranteed to be 
the same next week, and the week after. 
He knows what that has meant in the past, 
and he isn't losing a §$ to save 1l1¢. 


Farmers, upon reading the cards, began 
checking up on their own flocks and hérds 
and it was brought out later that in more 
than 85 per-cent of the cases, production 
variation was greatest on farms served by 
portable grinders. By constantly playing 
up this fact through personal contact and 
discussions, Hartnell won back the big 
majority of his customers, and only one 
portable outfit now operates in the terri- 
tory which was formerly serviced by four. 


“If a dealer will take time out to check 
results,” Hartnell declared. “He will soon 
discover that no matter how efficient the 
portable operator is, he does not maintain 
a uniform degree of quality in his work. 
He can not afford to give each patron 
enough time and attention, and the opera- 
tion of his mill under adverse conditions 
at many farms prohibits the turning out of 
continuous first class jobs. This is especial- 
ly true where supplements and concen- 
trates are mixed, either by the operator or 
by the farmer himself. Time and equip- 
ment is almost never sufficient. On one 
occasion, a sample from the bottom of « 
feed bin showed 60% supplements. Sam- 
ples from other parts of the same bin 
showed 10% to 30% supplement and con- 
centrate content. Such radical variations in 
feeding rations invariably show up in 
fluctuations in preduction, both in live- 


THE FEED BAG — January, 1941 


with common sense 
sales arguments 


stock and poultry. 

“We never found it necessary to cut 
costs on custom grinding and mixing; nor 
had we any arguments with the gortuble 
operators. We simply checked up on the 
farmers, and the results of our iindings 
were quite sufficient to swing the business 
to us.” 


@ VINTON Milling Co., Roanoke, Va., sus-. 
tained a loss estimated at $70,000 when its 
plant burned recently. Plans for rebuilding 
are under way. R. A. Covington is presi- 
dent of the company. 


@ EXCHANGE MILLING Co., Rocky Mount, 
Va., opened for business recently. It is 
operated by A. L. Hudson. 
@ BENJAMIN H. BELL, Laurel, Neb., 59, 
died recently after 32 years of activity as 
a grain and feed dealer. 


@ D. W. LONG, Dixon, Ohio, retired from 
the feed business recently and sold his 
elevator to the Monroeville Equity Ex- 
change Co. 


Speed Was Demanded 


When the Goldberg Feed & Seed Co., West 
Fargo, N. D., built this new plant which has just 
been completed they demanded and got manufac- 


turing speed. 


Ibberson built it for them and it is outstanding 
for its speed for manufacturing feeds of all kinds. 
They are specializing in Molasses Feed and have a 
capacity of 9 tons per hour — here is real speed. 


No Problem Too Tough 
for IBBERSON to Solve 


Write us in full confidence and without obli- 


gation. 


Also ask us to send you our book of 


IBBERSON-built Feed Mills, Grain Elevators and 
other buildings. 
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HAT is the outlook for agriculture 
in 1941? 


The Feed Bag asked leading farm 
paper publishers and editors to give us 
their views on this vital question. The 
response was excellent. 

A national farm income of between 
$9,500,000,000 to $10,000,000,000 in 1941 is 
visioned by most farm paper publishers 
and editors participating in the survey. 
If this goal is attained it will make the 
coming twelve-month period the best ag- 
riculture has experienced since 1929. 
Farm income was approximately $9,000,- 
000,000 in 1940 while in 1937, another 
good year, it was $9,100,000,000. 

A powerful determining factor in this 
forecast, according to most editors, is the 
increased national earning power, due in 
a large measure to the defense program. 
Inasmuch as the defense program will ex- 
tend over a two to three year period at 
least, most farm paper editors predict 
continuous large income years so long as 
this program lasts. 

On the other hand, most editors see 
higher prices all along the line, with farm 
wages and costs also rising. Neverthe- 
less, the general prediction is that the 
American farmer will be better off on a 
rising market resulting from increased 
demand which is expected to take care 
of most current farm production and also 
to reduce surpluses of many products. 

In brief, here is what many of these 
publishers and editors say: 

COUNTRY GENTLEMEN 

E. H. Taylor, associate editor 

The year 1941 should bring somewhat 
better returns for a majority of American 
farmers. This is the gist of the forecasts 
usually depended upon by Country Gen- 
tleman, as well as the trend of its own 
commodity index. 

Livestock, dairy and poultry producers 
seem likely to fare better than the purely 
crop farmers. The defense program is 
providing many jobs, indirectly as well 
as directly. Increased employment and 
wages are always reflected in a stronger 
demand for meat and dairy products. 
The livestock situation is further strength- 
ened by a smaller volume of hogs due 
to go to market. 

Defense preparations have created a 
heavy demand for certain raw materials. 
This has strengthened the whole raw ma- 
terial group, although some tend to lag 
behind others because of surplus condi- 
tions. This is particularly true of wheat 
and cotton, both of which are being sup- 
ported by government loans... From the 
standpoint of debt, farmers seem in bet- 
ter shape generally than any time since 
the World War. With a larger farm in- 
come as a whole, this should mean more 
money available for purchasing goods. 
Farm taxes, however, are beginning to 
rise again and the cost of goods purchas- 
ed by farmers will doubtless be some- 


what higher in 194] than in 1940. 

Altogether the situation is a mixture 
of favorable and not so favorable ele- 
ments. The possibility that this country 
will enter the war during the year does 
not alter the picture to any marked ex- 
tent. 

PRAIRIE FARMER 
Gilbert Gusler 

Our studies lead us to the conclusion 
that farm income will increase in 1941, 
perhaps by 5 per cent, and that farmers’ 
total revenue will be the best since 1929. 
Taking into account lower prices for goods 
farmers buy as well as lower taxes and 
interest charges, the real buying power 
represented by farm income seems likely 
to be around the highest level in 20 
years. Based on the high rate of indus- 
trial activity and employment, it seems 
that industrial workers’ incomes, with 
which farm income is closely associated, 
will increase as much as 10 per cent in 
1941. Farm income may not show so large 
a gain but an increase of 5 per cent 
seems to be a reasonable expectancy. 

Farm operating costs will be up slight- 
ly because of the higher farm wage rates 
and increased prices for some goods 
which farmers buy. But, income seems 
likely to increase more’than costs so that 
farmers will have more to spend for im- 
provements in the farmstead and for 
family living than in 1940. Greatest in- 
creases in income probably will be ex- 
perienced by livestock producers and by 
growers of certain fresh fruits and veget- 
ables. Consumption of meat, dairy and 
poultry products and certain other foods 
tend to respond most strongly to increas- 
es in consumers incomes, and they are 
but little affected by the loss of export 
markets. 

NEW ENGLAND HOMESTEAD 
J. G. Watson, editor 

The 1941 outlook seems favorable for 
the northeastern farm region in general, 
particularly as regards its major activi- 
ties — dairying and poultry. Defense 
orders in this highly industrialized area, 
are booming employment and conse- 
quently increasing the demand for milk, 
poultry and eggs. 

A generally favorable feed situation is 
the prospect with grain prices increasing 
less than poultry and egg prices. We can 
anticipate increase in size of flocks and 
with profit to the poultryman where no 
additional housing and labor are re- 
quired. Lower supplies and higher prices 
are in prospect for poultry and eggs dur- 
ing the first half of the year with possibly 
lower prices in the fall, depending on ex- 
tent of early hatchings. 

Cattle prices at auctions continue eames 
and demand good. Dairymen apparently 
have money. The production of milk in 
the northeast will be higher than in 1940, 
with more cows being milked and a gen- 
erally favorable feed situation is antici- 


pated. Every effort will be made to stim- 
ulate consumption of fluid milk through 
educational means. The six New England 
states are cooperating in such a program. 
New trends in milk distribution, such as 
introduction of paper containers, milk 
vending machines in mills and factories, 
every other day deliveries, “family sup- 
ply” containers, all are bright prospects 
for the dairymen in 1941. 

The darkest spot in our agricultural 
picture is the labor sit- 


east of Buffalo, 
urging dairy farmexto 
stocks of feed on ind. 
I believe farmers f th 
ready to do their sgre 


uation, as wages in 
war industries in near- 
by towns and cities 
are attracting our farm 
labor. The result is 


that help is scarce and 
wages are on the up. 


THE NEBRASKA 
FARMER 
Glenn Buck, manager 

We anticipate an 
excellent year for 
Nebraska agriculture. 
1940 has shown a dis- 
tinct improvement over 
1939. For the first nine 
months of the year, 
farm income advanced 
from $175,441,000 in 
1939 to $197,465,000 in 
1940, an increase of 
$22,000,000. 

The soil moisture 
supply is always an 
important factor in ag- 
ricultural prosperity in 


this region. The rain- 
fall in November for 


Southern 
the state was almost 
Agriculturist 
normal and we have Nashville, Tenn. 
had a good increase ( 
in December. Present ARMER 


good soil moisture con- 
dition for spring plant- 
ing. 
DAIRYMEN’S 
LEAGUE NEWS 
D. J. Carter, editor 


Farmers of the north- <2: 


east it seems to me, 

are generally quite 

hopeful about prices in 1941. Dairy farm- 
ers through marketing order programs 
have been able to stabilize conditions in 
the larger markets and if these programs 
can continue to operate with the proper 
regard for existing conditions in the mar- 
kets and in the production areas, farmers 
feel they will have good milk returns in 
1941. 

As to the feed situation, farmers are a 
little worried, I think, because of the un- 
certainty of prices next year and also 
because they feel they are not protected 
by large enough stocks in warehouses 
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leading farm paper publishers and editors give views 
on agricultural outlook in a survey by the feed bag 


be authorities are 
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the northeast are 
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crease in quantity, the demand is steady 
and prices stable. 

With steady milk prices, slightly lower 
feed cost, and increased demand seen 
for all dairy products, it seems quite cer- 

tain that all dairymen 


may look to 1941 with 
strong hope of good 
prospects. At this time, 
a typical, well balanc- 
ed dairy ration, costs 
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about $10.50 per thou- 
sand pounds compar- 
ed with $11.82 per 
thousand pounds last 
year. 100 pounds of 
milk today will buy 
136 pounds of dairy 
ration, about 5 per 
cent more feed than 
100 pounds of milk 
would buy during the 
latter part of last year. 
A stronger consumer 
demand for chickens, 
eggs and turkeys is 
= developing steadily, 
and prices for these 
particular poultry pro- 
ducts are expected to 
average higher the 
first half of 1941 than 
in the same period of 
sm 1940. There is a highly 
favorable feed and 
egg ratio this season. 
It takes less expense 
for feed to produce a 
dozen eggs. With this 
outlook, it is natural 
stn, to expect that the 1941 
— spring hatch of chicks 
will be increased. 
Supplies of all grains 
are ample, and export 
trade is hampered by 
the European block- 
ade. The total U. S. 
wheat supply for the 
1940-41 season is 
1,076,000,000 bus. The world supply of 
wheat also is large. If we use our ex- 
pected quantity this season, we will have 
a surplus, or carry-over of about 370,- 
000,000 bus. next July. With favorable 
moisture conditions for next year’s crop, 
it is probably expected that no price 
above the present market will be seen. 
The Canadian surplus of wheat alone is 
enough to supply the entire world export 
trade for a whole year. 
THE FARMERS GUIDE 
T. L. Wheeler, editor 
All indications point to favorable con- 
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ditions for Indiana farmers during 1941. 
There is increased business activity gen- 
erally, due to the national defense pro- 
gram, and this is being reflected in better 
prices for farm products. Our farmers 
will have a higher net cash income avail- 
able for family living during the coming 
year, and even though the prices of things 
they buy have likewise increased, they 
are still in a better position than they 
have been since 1929. 

If the war continues for several years, 
there is a likelihood of prices becoming 
inflationary in character, and economists 
are warning farmers to expect a period 
of deflation to follow. But for the immedi- 
ate present, the outlook is optimistic. 


CAPPER’S FARMER 
Ray Yarnell, editor 

Farm income should be up in 1941. It 
might well reach 10 billion dollars. Cer- 
tainly it should materially exceed the 9 
billion dollar farm income of 1940. 

Here are some of the factors on which 
that opinion is based: 

1. In the winter wheat belt there has 
been reasonably good rainfall. Wheat is 
in excellent condition. Much of it is being 
pastured, adding to its revenue producing 
ability. Yields should be good. 

2. Even with a depressed hog market 
in 1940 farm income rose to 9 billion dol- 
lars. Hog prices have strengthened re- 
cently. Pork in storage is down. Lard 
stocks recently have declined. Fewer 
hogs are in evidence for the winter pack- 
ing season and prices are likely to hold 
better than a year ago. 

3. Cattle prices are higher than a year 
ago and there are more cattle on feed. 
Farmers are paying more attention to 
livestock production, the surest avenue 
for substantial and steady income. They 
will have more animals to sell in 1941, 
probably, than in 1940, hence they will 
obtain a higher dollar income. There is 
plenty of feed. There was a heavy move- 
ment of feeder cattle and lambs into Corn 
Belt states last fall, and income from 
these will swell the 1941 total. 

4. The industrial upsurge, due to war 
and defense needs, will greatly increase 
consumer purchasing power, and this 
consumer demand will keep farm prices 
from declining. 

5. Farmers are producing more effi- 
ciently than before, thanks to power 
equipment. Better methods will increase 
production and cheapen it, adding to in- 
come. 

6. Government assistance to agriculture, 
whatever it may turn out to be, is un- 
likely to be any less, and may be more 


than it was in 1940. The proposed certifi- 
cate plan, if enacted, easily might add 
appreciably to farm income over the 
benefit payments currently being made. 

7. The wheat and cotton surpluses are 
somewhat disturbing, but no more so 
than a year ago and because of govern- 
ment loans or substitutes for them, likely 
will not impair total farm income. 


KANSAS FARMER 
T. A. McNeal, editor 

The agricultural outlook in Kansas is 
better than it has been for several years. 
The greater part of the state, even in the 
western part, shows wheat in rather fine 
condition, although, of course, there are 
places where the wheat has not sprouted. 

The corn crop while not a great crop is 
better than it has been for several years. 
There have been some extraordinary 
yields of corn in Kansas. ‘ 

I think Kansas farmers are well pleased 
with the farm crop outlook. The only 
thing we need is more abundant rains 
than we have had yet in most of the 
state. The long continued drouth has 
lowered the general water level by a 
good many feet, and it will take a good 
while to restore it to what we would 
call a normal level. 


AGRICULTURAL LEADERS DIGEST 
Estes P. Taylor, editor and publisher 

In general farmers are pretty likely to 
plant with an increased market in mind 
for 1941. Such increases will evidently 
be tempered with greater intelligence 
than in the period that accompanied the 
last World War. No small amount of 
credit should be given to those of the 
United States department of agriculture 
who have in the past two decades devel- 
oped a more effective system of outlook 
studies and planned agricultural program 
building. 

With over nine billions dollars coming 
to farmers for 1940 crops and livestock, 
the spending ability of farm people 
should be higher. Prices for farm pro- 
ducts should be better because of the 
industrial upswing in the defense pro- 
gram. 

Farmers are not indulging in the boom 
and speculation that we saw before, and 
the steady program planning is for the 
best interests of the farmers and the 
country. Nevertheless, 1941 should bring 
much more cash to the farmers than for 
some years past. 

Farmers are becoming better feeders 
of livestock with further enlightenment 


(Continued on Page Forty-four) 
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CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


GET A CRANE 

“Conductor, will you help me off the 
train?” 

“Sure, but why?” 

“Well, you see, I'm stout, and have to 
get off the train backwards. The porter 
thinks I'm trying to get on and he gives 
me a shove on again. I’m five stations 
past home now.” 


TACT 

“Who's that awful lookin’ femme in 
blue over there next to the band?” 

“That's my aunt”. 

“Oh, I don't mean her. I mean that 
one next to her—the horrible one who 
looks like she had a false face on.” 

“She’s my sister.” 

“Boy, she sure can dance”. 


The palatability of a 
ration may spell the 
difference between 
profit and loss. 


If inferior palatability 
limits the intake of 
feed, the production 
is limited as well as 
the profits. Kellogg’s 
Meals represent those 
highly palatable pro- 
tein supplements so 
essential for better 
stock rations. 


Use Kellogg’s as your 
reliable source of 


supply for palatable. 
high quality protein 
concentrates. 


KELLOGG’S Old Process LINSEED MEAL 


SPENCER KELLOGG AND SONS, INC. 


Sales Offices: Buffalo, Chicago, Decatur, Ill., Des Moines, 
Minneapolis, Los Angeles 
Mills: Buffalo, Chicago, Decatur, Ill., Des Moines, Minneapolis, 
Edgewater, N. J., Los Angeles 
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EASY PICKINGS 

“All my success in life,’’ he said proud- 
ly, “all my enormous financial prestige, 
I owe to one thing only .. . Pluck. I 
want all you young men to take that 
word for your motto.” 

He paused impressively, and a small 
student in the front row asked: 

“Yes sir, but won't you tell us how 
many and whom did you pluck?” 


* * * 


THIS BUSY WORLD 

A successful business man, after eight 
years of absence, alighted at the station 
of the old home town. There was, despite 
his expectations, no one on the platform 
he knew. Discouraged, he sought out the 
station master, a friend since boyhood. 
To him at least he would be welcome, 
and he was about to extend a hearty 
greeting when the other spoke first. 

“Hello George,” he said. “going away?” 


* * 


And then there was the cannibal's 
daughter who liked the boys best when 
they were stewed. 

& * * 


JUST AS GOOD 
Feed Dealer: “We had a fifth at bridge 
last night.” 
Friend: “Don't be silly. You'd never 
need a fifth at bridge.” 
Feed Dealer: “Okay, okay. Then it was 
quart.” 
* * * 
CLOSE SHAVE 
Two colored boys were having a vicious 
fight with razor blades. The first took a 
slice at the other's throat. 
“Ha!” said the second. ‘Never touched 
me!" 
“No? Brother, just you wait till yo’ tries 
noddin’ yo’ head.” 


* * * 


SERVICE 

The owner of a midget car drove up to 
a filling station and asked for a pint of 
gasoline and two ounces of oil. 

“Right”, said the attendant, “And would 
you like me to sneeze in the tires?” 

* * * 
CAUSE AND EFFECT 
Dear Tom: 

“Come tomorrow evening sure. Papa is 
at home, but is laid up with a very sore 
foot. See?” 

—May 
Dear May: 

“I can't come tomorrow evening. I'm 
laid up on account of your father’s sore 
foot. See?” 


—Tom 
* * * 


WHAT GALL 
Freshman preparing an essay: “What 
do they call those stones the Gauls used 
to write on?” 
Roommate: “Gaul stones”. 
* * * 


CONCLUSIONS 
The young bachelor was asked which 
he thought were happier, people who 
were married or people who were not. 
“Well, I don't know”, he replied, “Some- 
times I think there is as many as is that 
ain't, as ain't that is.” 
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W. R. BECK 


RAY B. BOWDEN 


FRED K. SALE 


Dealers 


fp) IFE may begin at forty, but members 

of the Indiana Grain Dealers association 
who meet at their 40th annual conclave at 
the Columbia Club, Indianapolis January 
27-28, already have a whole string of valu- 
able experiences and accomplishments in 
their treasure chest and expect to add 
more at the coming convention. 


Fred K. Sale, secretary, advises that the 
convention program rapidly is nearing 
completion with legislation, merchandising 
and a “Feed Quiz” feature topping the at- 
tractions. Grain and feed dealers from all 
parts of Indiana will attend as well as 
visitors from other states. 


The convention will be opened Monday 
morning, January 27, by W. R. Beck, Shelby- 
ville, president, who will call on Ernie 
“Rube” Smith, Toledo, O. to lead the grain 
and feed songsters in a little old fashioned 
melody. 


This will be followed by the annual re- 
ports of President Beck, Secretary Sale and 
various association committees. The future 
of soybean products to the feed industry 
will be discussed by a speaker yet to be 
selected. 


The vexing wage and hour law will come 
in for considerable airing. Harold Stein, 
hearings section of the wages and hours 
division, Washington, D. C. will be on hand 
to answer questions as to the application 
of the law to grain and feed dealers and 
mixers. Members have been asked to sub- 
mit their questions in writing prior to the 
discussion. 

Pending legislation in the Indiana legis- 
lature will be discussed at the afternoon 
session by Clarence E. Jackson, executive 
vice president of the Indiana State Cham- 
ber of Commerce. National affairs will be 
analyzed by capable Ray B. Bowden, exec- 
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to tackle vital problems 
at parley january 27-28 


utive vice president of the Grain & Feed 
Dealers National association. 

Insurance will be the subject of a talk 
by R. D. MacDamiel of the Grain Dealers 
Fire Insurance Co., Indianapolis. He is 
scheduled to include suggestions for pro- 
tective measures by country elevators 
which may arise through the national de- 
fense program. 

Judges for the Feed Information Please 
program have been announced as C. W. 
Sievert, American Dry Milk Institute, Chi- 
cago, Prof. C. N. Vestal, and Dr. J. Holmes 
Martin of Purdue university. The members 
of the board of experts will consist of W. B. 
Krueck of Allied Mills, Inc., Lyman Peck 
of McMillen Feed Mills, J. E. Nelson of 
Armour & Co., Frank J. Holt of White Lab- 
oratories, Inc. and Russell Bailey of the 
Nappanee Milling Co. 

Questions on feed subjects have been 
requested and are coming in from dealers 
interested. For each question accepted and 
used on the program $1.00 will be paid. 


@ FARMERS FEED & Supply Co., Ame- 
bury, Mass., recently transferred James 
Cammett to Newfields, N. H., as manager 
of a branch store. 

Qe 
@ WOODFORD Feed Store, Versailles, Ky., 
was opened recently under the ownership 
of Robert H. Cleveland and Robert Mc- 
Connell, Jr. 

@ GUSTAVE W. JOHNSON, Croton, N. J., 
sustained a loss of $5,000 when his frame 
feed mill burned to the ground last month. 


If the question stumps the experts an addi- 
tional $2.00 will be paid. 

The new I.C.C. regulations covering pri- 
vate trucks will be explained at the 
Tuesday morning session by W. L. Snod- 
grass, district supervisor of the bureau of 
motor carriers of the I.C.C. Another na- 
tionally known speaker, will discuss nation- 
al production. 

On Tuesday morning, dealers will also 
have an opportunity to discuss many prob- 
lems pertinent to the trade, including the 
proposed gypsy peddler bill for Indiana. 

The convention will come to a close fol- 
lowing the report of the resolutions com- 
mittee and the election of officers. 


@ C. E. McDONALD, Sioux City, Ia., was 
elected president of the Sioux City Grain 
Exchange recently. Other officers elected 
at the same time were A. P. Meyers, vice 
president; W. H. Marriott, secretary; and 
A. D. Doherty, treasurer. C. R. Kerr and 
T. J. Kelly were re-elected as directors. 
@ CHICKASAW MILL, Chickasaw, Ia., the 
first mill in Chickasaw county, was sold 
recently to Frank Becker, New Hampton. 
@ DeFOREST MILLING Co., Des Lodge, 
Mo., was purchased recently by Chris Pirtle 
and Glenn Pipkin. 
@ WILLIAM LEMBKE, Cherry Valley, IIl., 
feed dealer, was named superintendent of 
the Winnebago County Farm recently. 
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Small Sales 


Hoc owners, backyard poultry raisers 
and other pet lovers readily take to a 
conveniently located feed store. So Samuel 
C. Lippincott has discovered at Merchant- 
ville, N. J. 

The Lippincott feed store was opened 
about one year ago and was established 
primarily to cater to the town and nearby 
country trade. It is located in the central 
business section of the town and is as 
accessible to the town people as their fav- 
orite grocery stores. The result of this cen- 


run into volume 
says lippincott 


tral location was that the town people im- 
mediately made the Lippincott store their 
headquarters for pet foods and accessories. 
This small package feed business boomed 
right from the start, and has been gaining 
in popularity ever since. 

The store is essentially a town dispens- 


the Bag, 
FOR QUAKER FEED DEALERS 
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ee for 1941! 


— 


@ Sales of Ful-O-Pep Mashes are running at their high- 
~ v4 _— est level in all history, with a big chick season forecast 


@ Ful-O-Pep raised hens made outstanding records at 
= —— the National Egg Laying Contests, giving Quaker Deal- 
ers great and effective talking points! 


@ Strong advertising and merchandising on Quaker 
——_. Feeds will make selling easy throughout 1941. For 
details of a Quaker dealership, write 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 
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PLANNED window displays 
help attract small lot buyers 
to the Lippincott feed store 
where they are given same 
courteous treatment as the 
large volume buyers. 


ing establishment for Mr. Lippincott’s major 
feed business near Marlton, N. J. As such 
it admirably fulfills its purpose of attracting 
the trade of pet owners and small scale 
poultry raisers. A large show window, in 
which displays are frequently changed, is 
the main attracting medium of the store. 
Mr. Lippincott makes the most of seasonal 
demands by reminding the town people 
with suitable window displays. 

All of the stock in the store is on dis- 
play. Canned dog foods, animal and poul- 
try medicines, insecticides, etc., are ar- 
ranged on shelves near the front. Large, 
painted cylindrical containers in the mid- 
dle of the store contain dry goods, pigeon 
feed, cracked corn, rabbit feed, wheat and 
other feeds that can be readily measured 
out. Bulk quantities of poultry feed line 
the side wall. These include laying and 
growing mashes and scratch grains. Live- 
stock feeds are also handled in bulk. 

The greatest volume of business is done 
with dog foods. Many dog owners have 
standing orders at the store for their pets’ 
favorite food. Poultry feeds rank second in 
sales. The complete stock of all types of 
poultry feeds is attracting additional steady 
customers all the time. In the spring a 
large stock of poultry feeders, heaters and 
other supplies are displayed and sold. 

Mr. Lippincott has found that this store 
supplementing his regular country feed 
business, has proven a worthwhile enter- 
prise. The pet trade is a year-around busi- 
ness and means steady sales even when 
the regular farm trade is slack. 


CALIFORNIA MEETING 

Ralph M. Field, president of the American 
Feed Manufacturers association, was the 
principal speaker at a meeting of the Cali- 
fornia Hay, Grain & Feed Dealers associa- 
tion, Dec. 30 at Los Angeles. Mr. Field 
spoke on general conditions in the feed 
industry and also discussed the wage and 
hour law in considerable detail. There was 
also an open forum discussion on wage 
and hour problems, following Mr. Field's 
talk. 


& 


@ AARON MUMAW, Mumaw Coal & 
Feed Co., Elkhart, Ind., recently sponsored 
an educational and demonstrational meet- 
ing on the care of chicks, matured chickens 
and turkeys. The meeting was open to all 
farmers interested. 
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Geed Mill 


Sx operator of a feed plant in the 
Middle West was busily engaged at 
oiling his gasoline engine when suddenly 
his clothing got caught in the distributing 
shaft of the engine. 

Fortunately for the operator the distribut- 
ing shaft did not revolve at high speed, 
giving him an opportunity to brace him- 
self. His clothes wound around the shaft 
and were completely torn from his body 
without hurting the operator in the least. 
All he wore after the engine finished with 
him was his shoes. 

This man was “lucky” in several ways, 
one element of luck being his exceptional 
strength. His clothing was tough khaki. 

There was no safety guard around the 
engine. If there had been a guard the 
operator's clothing would not have touched 
the distributing shaft. 

No doubt every reader knows that it is 
commendable practice, forthe sake of safety, 
to place guards around all dangerous mov- 
ing machinery—motors, belts, gears, chains, 
engines, etc. In most states guards are re- 
quired by law, and in many states the law 
specifies that the guards must be made of 
metal, and not of wood. 

This writer has investigated guards, 
weighing one type against the other, and 
usually recommends those that are made 
of wire screen because they have the fol- 
lowing advantages: 

1. They are more transparent than other 
guards. That is, all of the details of 
the guarded machine can be “seen” 
without difficulty through the meshes 
of the screen. 

2. Wire screen guards do not hinder or 
deflect air currents, which is an im- 
portant factor in the case of electric 
motors that are likely to heat where 
ventilation is poor. 

3. Wire screen guards can be made 
strong enough for any guarding pur- 
pose. 

4. They are light in weight, hence can 
be removed and handled without diffi- 
culty when such handling is neces- 
sary. 

5. They are easily made. The fact that 
wire screen can be bent to almost any 
desired shape is important. Thus for 
some enclosures a single joint often 
suffices. 

6. Stiff wire screens are self-supporting 
and seldom require additional or in- 
tricate frame work. 

An easy and excellent way in which to 
make wire guards for almost any feed 
plant service is to make the frame work 
out of angle iron and the sides out of wire 
screen of suitable mesh. 

First make the frame. Angle iron is not 
easily bent without cutting out portions of 
the flange. That is, cut out some V's from 
the inner flange where the bend is to be 
made. If the bend is to be 90 degrees, cut 
out a square V. If the bend is to be 45 
degrees, cut out a 45-degree V, and so on. 
In other words, cut out a V whose angle is 
equal to the bend wanted. 
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can be bettered 
through caution 


After the frame is formed, put in the 
wire screen (sometimes called “wire 
cloth’). The quickest way to fasten the wire 
in place is via the welding torch. The same 
torch may be usefully employed for weld- 
ing the framework together before proceed- 
ing with the wire screen. Simply “spot 


durable construction 
and precision gear drive are 
offered in this dependable yet low- 


priced mixer. Satisfied users all over 


the country. 


Gravity feed, hopper flush with floor, thus elim- 


inating necessity of lifting the sacks. Baggers can 


weld” the wire terminals in place on the 
inner flange of the frame. If no welding 
outfit is available the wire may be either 
riveted or bolted in place. Punch holes 
through the inner flange at the wire term- 
inals and then rivet or bolt. When care- 
fully made in this way, entirely of metal, 
the guard should last indefinitely, and you 
will have a good-looking, strong, service- 
able safety device. 

@ HERRMAN-McCLEAN Co., Monroeville, 
Ohio, recently completed construction of a 
new feed warehouse. 

@ JOE LAWSON, Farmland, Ind., opened 
a feed store and baby chick business in 
Gaston this month. 


be placed in any position. 


Drive above can be furnished for flat belt, V-drive 


or with bracket to attach motor. A compact 


machine. 


Capacities: 40 bu., 80 bu. and 120 bu. 


A. E. JACOBSON MACHINE WORKS, Inc. 


1076 Tenth Ave. S. E. 


Minneapolis, Minn. 


Grinders—Corn Cutters—Magnetic Separators—Feed Mixers 
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erTICA 
Fast, LOW co 
— 


BUNGE ELEVATOR CORP. 
Grain—Any Grade, Quantity or Time 


CARGILL, INC. 


Coast to Coast Grain Service 


CEREAL GRADING CO. 
Grain Merchants 


EXCELSIOR MILLING CO. 
High Quality Products 


WAYNE FISH & CO. 


Representing Manufacturers of Feed 
Ingredients 


J. A. FORREST CO. 
Wholesale Flour and Feed Merchants 


HIAWATHA GRAIN CO. 


Grain and Screenings 


R. R. HOWELL CO. 
Mill Machinery and Supplies 


New Year GREETINGS! 


Opperatine in the great Minneapolis mar- 
ket, we take this opportunity to extend wishes for 
prosperity and happiness in 1941 to grain and feed 
men everywhere. We enjoyed serving you in 1940 
and look ahead with distinct pleasure to continued 


pleasant relations in the New Year. 


T. E. IBBERSON CO. 
Specialists in Feed Mill and Grain 


Elevator Construction 


|. S. JOSEPH CO., INC. 
Mill Feed Merchants 


MANEY BROS. MILL & ELEVA- 


TOR CO. 
All Feed Ingredients 


MIDLAND HAY & FEED CO. 
Hay and Mill Feed 


NORTH EAST FEED MILL CO. 
Feeding Oat Meal — Ingredients 


RELIANCE FEED CO. 
Mill Feed Jobbers 


A. L. STANCHFIELD CO. 
Feeds — "Stand by Stan” 


H. A. VANDERHOOF CO. 
"Van" the Milkman 


VAN DUSEN HARRINGTON CO. 
Grain Merchants 


MINNEAPOLIS 


The Primary Market for Feed, Grain and Machinery 
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enables ohio feed dealer 
to make more profit 


HEN H. H. Myers acquired 

the building and partly 

equipped feed mill in Ed- 
gerton, O., last January, his first 
step towards building up a profit- 
able custom-grinding and feed sales 
business was to install a new Clip- 
per seed cleaner and a new Sidney 
corn sheller to round out a fully 
equipped plant. Logically he be- 
lieved that a broader service to 
farmers and stock growers, would 
tie in with the advertising plan 
which he had conceived to put this 
business on a profitable basis. 


Other equipment already install- 
ed was a Jay Bee grinder, one Bur- 
ton mixer, and corn cracker, each 
machine individually operated by 
electric motor. Upon the established 
principle that diversified lines of 
feed, coal, fertilizer, custom grind- 
ing and other items allied to the 
business would help immeasurably 
to make a sales promotion program 
pay, he stocked these items includ- 
ing nationally advertised concen- 
trates for poultry, dairy herds and 
hogs. 

“Today, after a year of successful 
operation, custom grinding and 
mixing is the biggest end of our 
business,” according to mill man- 
ager, M. W. Miller. “The volume 
of sales has increased steadily each 
month. We are supplying the entire 
feed supply for four large flocks of 
turkeys, the largest one of these 
lots being 5,000 birds. It is signifi- 
cant and of special interest to us as 
feed dealers, to observe the success 
being achieved by farmers and 
poultry growers, the good profits 


accruing from this turkey raising: 


program in this area. And incident- 
ally, these flocks afford mighty fine 
outlets for feed supplies. We antici- 
pate that these turkey profits will be 
observed by many other nearby 
farmers, and that next season will 
show worth while increases in this 
growing industry. 

“How can we inform our custom- 
ers and prospects about our service 
at the lowest selling cost, and 
achieve the maximum results in 
sales? The answer is: Direct Mail 
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Advertising. In the first place, the 
old slogan that: “Business goes 
where it is invited, and stays where 
it is well treated” is still true.” 

“I believe that beyond any doubt 
one of the best methods of sales- 
manship today is via direct mail 
campaigns, when you compare re- 
sults and costs. A good conscien- 
tious salesman can no doubt make 
20 calls a day, but will he be able 
to get in 20 good solid interviews to 
explain the merchandise, tell about 
the service, and influence the pros- 
pect to line up with us for his feed, 
fertilizer and coal requirements? 
Let us assume that he can get in 
10 good sales contacts per day. 
Counting his salary, traveling ex- 
penses and depreciation of his car, 
about the least you can figure is $1 
per actual customer contact. 

“Without any criticism of this 
method whatsoever, suppose we 
compare this cost with that of direct 
mail. Our personal salesman will 
have contacted between 250 and 
300 customers in the month. Figure 
the cost for yourself. Now we can 
send out 500 post card messages 
per month at a cost of less than $10 
for postage, clerical work and print- 
ing. We can reach twice as many 
customers, get our messages into 
every nook and corner of our trad- 
ing area, over and over again, 
month after month. Many of these 
would never be reached through a 
personal salesman, or in any event, 
not nearly often enough. 

“Our monthly mailings are based 
on timely, seasonable needs. For 
example, in the early spring and 
fall, we get out a mailing piece on 
fertilizer, another on coal, and fol- 
low up our list at intervals on dairy 
feed in bags, another on hog con- 
centrates, and others on starter 
mash, grower mash and laying 
mash according to timeliness. These 
cards reach the prospects at just 
the right time to remind them of 
their needs and prompt them to 


come in with a load of grain to be 
ground, and mixed with our nation- 
ally advertised concentrates. 

“It is sometimes claimed that peo- 
ple no longer read advertisements 
sent through the mails, that it is a 
waste of money to distribute circu- 
lars by mail. As we see this pic- 
ture, you have to base your ulti- 
mate decisions upon actual results, 
and right here I would like to em- 
phasize that discouraged advertis- 
ers may be entirely right, if they 
tried to tell too much in their adver- 
tising. Undoubtedly, people are too 
busy to sit down and read long, 
tiresome sales arguments on any 
given product or service. 

“However, our own experience is 
that if you make your messages 
very brief, come right to the point, 
state your service, name your pro- 
ducts and in some instances quote 
your prices people read these mes- 
sages and respond to them, either 
by their patronage right off the bat 
or come in to find out more about 
what you can offer them in the way 
of service and goods, from which 
they realize a profit above what it 
costs them. This is reflected in the 
steady increase of business on the 
products we sell, the service we 
can render. We supplement this 
direct mail advertising with fre- 
quent display advertising.” 

On the whole, the volume of feed 
business and other allied items this 
firm sells amounts to a large vol- 
ume in the course of a year. This 
is business which the feed dealer is 
entitled to have, and can get by 
emulating the chains’ sales promo- 
tion programs, namely, direct mail 
and newspaper advertising. In most 
cases, chains’ prices are no lower 
than the independent dealer can 
sell at, but the public has been 
educated over a long period of 
years to believe mass sales organi- 
zations have lower prices. This fal- 
lacy can best be overcome by con- 
structive, continuous advertising.” 


e370 


| 
; 


Boost Milk andEggs 
On Mail Box Program 


As a means of assisting in the national 
campaign for increasing consumption of 
eggs and poultry meat, Allied Mills, Inc. 
has been allotting time on their weekly 
Wayne Mail Box radio program on ten 
major stations to this purpose. 

Slogans are used such as “Eat lots of 
eggs, for eggs are the sunshine food;” 
“Eggs and poultry meat are healthful, de- 
licious, economical; “Eat more eggs and 
milk. They are full of vitamins and miner- 
als to make you healthy.” 

Contests are also employed by Allied 
Mills to further the same idea. Just prior 
to Thanksgiving one contest was conducted 


in the manner of answering the following 
question: “Why should every American 
home have turkey for Thanksgiving?” This 
proved a very popular contest. Another 
contest was conducted on the statement: 
“Everybody should eat more eggs be- 
cause .. .” More time will be given on 
the Wayne Mail Box radio program to 
other contests. 

@ GARY SEED STORE, Gary, Ind., was 
incorporated recently by Mitchell Mack, 
Ruby Mack and Joseph Mack to deal in 
feed, seeds, fertilizers and shrubs. 
@ A. H. WITTRY & Co., Troxel and Maple 
Park, Ill., recently dissolved its partnership 
between Adam H. Wittry and John Clark 
after 20 years of business. 


from these 4 Vitamin Oils 


Here are the members of the CLO-TRATE family. There’s 
an oil for every feed manufacturer, ranging from those who 
prefer 400-D oils to those who like lower potency materials 
to give their feeds an oilier texture. 


CLO-TRATE 


Vitamin Unitage * per Gram 


3000 A 400 D 


FORTIFIED COD LIVER OIL 


CLO-TRATE ‘‘400"° 


1500 A 400 D 


VITAMIN A & D FEEDING OIL 


CLO-TRATE ‘200° 


1500 A 200 D 


VITAMIN A & D FEEDING OIL 


CLO-TRATE 


600 A 85 D 


VITAMIN A & D FEEDING OIL 


* 


Vitamin A expressed in U.S.P. units 
Vitamin D expressed in A.O.A.C. chick units 


Before shipment, every batch of CLO-TRATE 
FORTIFIED COD LIVER OIL and the CLO- 
TRATE VITAMIN A & D FEEDING OILS is 
carefully checked in our laboratories and tested 


on chicks by the A.O.A.C. method. Write for 


particulars. 


WHITE LABORATORIES, INC. 


Manufacturers of Dependable Vitamin Products 


NEWARK 


NEW JERSEY 


Formula B Product 
Marketed by Nagel 


Herman Nagel of Herman Nagel, Inc., 
53 W. Jackson Blvd., Chicago, has an- 
nounced a new product, called “Formula 
PB’. It is a mineral concentrate to which 


the feed manufacturer needs add only his 
own calcium carbonate and salt, to make 
a complete mineral feed. The new product 
is based upon more than 25 years’ experi- 
ence and research in the feed industry and 
animal nutrition. 

Mr. Nagel received his first degree from 
the South Dakota State college. He then 
did post graduate work at the University of 
Wisconsin and Columbia university, New 
York, where he did research work. He also 
studied in Europe. In 1939 he made an 
extensive tour abroad to investigate the 
latest scientific research in mineral 
nutrition. 

He has been associated with the former 
Douglas Co., The American Sugar Refining 
Co., the Cudahy Packing Co., The National 
Cottonseed Products Corp., The Iodine Edu- 
cational Bureau and The Marblehead Lime 
Co. 


NEW YORK 

Grace G. Anderson Co., Inc., Dunkirk, 
moved into new quarters last month. The 
company was recently incorporated. 

Middleport Durum Mills, Inc., recently 
leased office space and moved into new 
quarters at 120 Liberty St., New York. 

Cargill, Inc., Buffalo, has nearly finished 
its 6,000,000 bushel elevator, and has al- 
ready stored 2,000.000 bushels of wheat in 
the completed sections. 

Loweville Feed Mill, Loweville, was re- 
cently destroyed by fire in a blaze totaling 
$135,000 loss. 

M. A. Phillippi, Freedom. recently in- 
stalled a new 12 ton mixer in his feed 
plant. 

George W. Haxton & Son, Inc., Victor, 
recently completed rebuilding a ware- 
house into a new bean elevator. 

Woods & Sprague Milling Co., Albion, is 
doubling its grain storage capacity with a 
$20,000 addition. 

Ralph Weston, Newburgh, member of a 


firm, died at his home recently. 
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Nutrition Scheel 


Te most recent information regarding 
nutrition in the feeding of poultry and 
livestock was presented at a two-day nutri- 
tion school at the Colorado State College of 
Agriculture and Mechanics Arts, Dec. 12-13. 

More than 50 men attended, representing 
the feed industry in all sections of Colorado 
and in other states. In addition, many of 
the college students also attended the 
meetings. 

The purpose of the meeting was to create 
an era of better cooperation and under- 
standing between the feed industry and 
the college. Officials feel this was accom- 
plished. At the end of the conference a 
committee was appointed to cooperate with 
college officials to prepare bulletins on 
good feeding. 

Speakers at the meeting included H. C. 
Dickey and Ivan Watson of the animal 
husbandry department who spoke on 
cattle and lamb feeding experiments. C. W. 
Sievert, American Dry Milk Institute, Chi- 
cago discussed the relationship between 
colleges and feed manufacturers. 

Vitamins from a practical point of view 
were discussed by W. C. Tully, Colorado 
Milling & Elevator Co., Denver. Dr. T. H. 
Jukes, division of animal poultry husbandry, 
University of California explained factors 
controlling perosis. The mineral problem 
in nutrition was the subject of a talk by 
L. E. Washburn of the animal husbandry 
department. R. C. Tom of the same depart- 
ment talked on the causes of urinary cal- 
culi in sheep and cattle. 

The story of vitamins of the sea was 
unfolded in an interesting manner by A. H. 
Mendonca of the F. E. Booth Co., San Fran- 
cisco. Soybean meal and its uses were 
the highlights of a speech by J. W. Hay- 
ward, Archer-Daniels-Midland Co., Minnea- 
polis. H. S. Wilgus, Jr., of the poultry hus- 


NEW POSITION 
D. K. Lange, formerly sales manager of 

the Virginia Carolina Chemical Corp., East 
St. Louis, Ill., is now with the Tennessee 
Corp., Lockland, O., makers of fertilizer. 
Mr. Lange has charge of sales for Illinois, 
Wisconsin, Minnesota, Iowa, Missouri, Kan- 
sas and Arkansas. 

MANUFACTURERS TO MEET 
The Northwest Feed Manufacturers and 

Distributors association, Minneapolis, will 
hold a meeting January 21 at the Curtis 
hotel, according to S. N. Osgood, secretary- 
treasurer. Many important topics are ex- 
pected to come up for discussion. 

@ JAMES ELIAS, Minden, Ia., proprietor of 
the Elias Coal & Grain Co., recently pur- 
chased the coal business of the Droge 
Elevator Co., Council Bluffs. Mr. Elias will 
continue in the same location under the 
name of Elias Coal & Feed Co. 

@ W. D. WALKER, vice president, Arcady 
Farms Milling Co., Chicago will be on a 
vacation during the middle of January. 
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at colorado has 
big attendance 


bandry department told of recent advances 
in poultry nutrition. 

The Information Please portion of the 
program was informally and entertainingly 
conducted and received much favorable 
comment. Cy Sievert and H. Swassob ar- 
ranged this part of the program. The board 
of experts consisted of Vince Kerwin of 
Pueblo, L. J. Hall of Boulder and George 
Williams and W. C. Tully of Denver. 

At the dinner and smoker held in con- 
nection with the meeting R. M. Green, 
president of the Colorado State College 
gave a talk on business principles. 


A Research Laboratory 
Sales Aids 


teamwork in the feed business. 


DEPT. FB-1 


PRODULAC DISTRIBUTORS 
C. W. Devers, western sales manager of 
the National Distillers Products Corp., New 
York City, has announced the appointment 
of the North East Feed Mill Co. and Wayne 
Fish & Co. as joint distributors of Produlac 
for the Minneapolis territory. Wayne Fish 
& Co. is located in the Rand Tower and 
the North East Feed Mill Co. at 1426 Mar- 
shall St., N. E., both in Minneapolis. 
FARM PRICES UP 
Prices received by producers for farm 
commodities in mid-December averaged 
101 per cent of the 1910-14 level, according 
to the United States department of agri- 
culture. This average was 2 points higher 
than in mid-November. 


@ FRANKLYN DAVIS, Quimby, Ia., man- 
ager of the Farmers Cooperative Elevator 
Co., resigned recently and left for Califor- 
nia. He has been replaced by W. F. 
Tressler, St. James, Minn. 


ARE MORE THAN A FEED MIXER! 


Mixing feeds is only a small part of your job. Before mixing 
you must determine what combination of ingredients are 
best to use. You must know what results your finished ra- 
tions will accomplish. You must be prepared to give advice 
to your customers on feeding and management problems. 


MANAMAR 


IS MORE THAN A FEED CONCENTRATE! { 
It Provides 


Proved Formulas 
Advertising Helps 


Our specialized technical training, combined with your broad 
knowledge of local conditions and problems, will make a 
winning combination. This teamwork between ManAmar 
service and other feed makers has resulted in more sales and 
more profit for hundreds of feed mills. Do increased feed 
sales and added profits interest you? 


Write for complete FREE details of the ManAmar Plan for J 


PHILIP R. PARK, INC. 


608 SOUTH DEARBORN STREET 
Mig. Plant and Laboratory, San Pedro, Calif. 


CHICAGO, ILL. 
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— competition 


(Continued from Page Twenty-four) 


ment to produce quality feeds to 
insure repeat orders, and to mini- 
mize cost of production. Mr. Kriegle 
has operated a mill in Hudson for 
16 years—12 years in the present 
building. Recently he installed a 
new seed cleaner, a 16 inch Papec 
grinder, and in October, 1940, in- 
stalled a new Kelly-Duplex mixer, 
l-ton capacity. In addition to his 
own brand of Pee-Kay mash con- 
centrate for poultry, hogs and dairy 


herds, he handles another national- 
ly advertised brand, and of course, 
does custom grinding for many of 
the larger users nearby. 

With this new set-up of equip- 
ment, Krieble expects to open deal- 
er accounts, chiefly among local re- 
tail grocers, to market his small-lot, 
or packaged feeds. This achieved, 
he plans to extend the plan to other 
towns adjacent and within easy 
trading distance. It is his consider- 
ed opinion that to make his program 
successful, two grades are essential 
—one to meet chain store prices, 


Sell Northrup, King 
Feeds Containing 


equal in quality to the special 
brands handled by chains, and an 
Ace-high quality brand to sell for 
a higher price. Upon the establish- 
ed principle that thinking people 
prefer quality to mere price, instruc- 
tions will be presented to his deal- 
ers pointing out how to make the 
lower priced brand help sell the 
quality brand—a method used so 
successfully in many lines of mer- 
chandise. 


It is pointed out with convincing 
logic such a plan will insure a 3- 
point objective, (1) provide an out- 
let for more feed supplies, (2) retain 
the patronage of more small-lot cus- 
tomers and, (3) greatly increase the 
possibllity of holding the quantity- 


buyer business when those former 


small-lot customers expand their 
stock-raising activities, or can be 
sold on the idea of 100 per cent 
scientific feeding. 

Right here Mr. Krieble diverged 
from the main subject briefly in 
g order to illustrate the close relation- 
ship between types of competition, 
even though these outside competi- 


tions have entirely different origins. 
“At one time during the past de- 
cade, I was confronted with 11 dis- 
tinct and separate competitors here 
~ and in my trading area,” Krieble 
' declared. “And that’s some competi- 
tion in a small town like Hudson,” 
he added. Specifically, nine differ- 
ent farm-to-farm small feed grind- 
ing outfits were operating at one 


NEW PLUS FACTOR MEANS 
Better Production — Better Profits ! 


® Tender, succulent, young cereal grasses containing their natural 
vitamins and minerals! This is the latest plus ingredient to be 
added to the formulas of the following Northrup, King & Co. 
feeds: Sterling Laying and Breeding Mash, Sterling Egg Mash 
and Sterling Broiler Ration! Take advantage of this important 
step forward in the poultry nutrition field. Give your customers 
a boost in egg production and egg quality. Give your feeds a 
new selling feature that will mean more sales and bigger profits! 


NORTHRUP, KING 2 CO. 


Minneapolis, Minnesota 


1500 Jackson St., N. E. 


DEPENDABLE 
SINCE 1884 


time, and in order to keep busy, 
many cut the price for custom work. 

“In spite of the fact that wear and 
tear of equipment did not permit 
the low prices offered, and would 
lead straight to failure by these in- 
experienced operators that did not 
deter them. Meantime, these opera- 
tors got enough business to make 
serious inroads into our volume, 
and our only consolation was that 
sooner or later they would fail by 
reason of prices quoted and rapid 
deterioration of their equipment. 
However, we stood firm and did 
not cut our prices. We could not do 
so. Eventually all but three of these 
outfits were abandoned, and the 
best evidence I can give that our 
price policy was correct, is that 
much of the old business is coming 
back through our efforts in contact- 
ing them by newspaper advertising 
and personal calls at their homes. 
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Starting out right is the policy of many 
members of the feed trade, and quite a 
few of them did this very thing by choos- 
ing January to mark their entrance on this 
good old planet which keeps spinning 
clong on an even keel. 

Most of the feed men who celebrate 
their birthdays this month waited for 
New Year festivities 
to quiet down a lit- 
tle before they cried 
out for a little indi- 
vidual attention. For 
instance, H. T. Wald- 
en, advertising man- 
ager, Corn Products 
Sales Co., New York, 
let out his first lusty 
yell on January 3 

and has done right 
& well for himself ever 

J. V. LAUER since. 

On January 4 two 
more feed men sallied forth into the world; 
Lucian S. Strong, president and treasurer 
of Strong-Scott Mfg. Co., Minneapolis, 
manufacturers of mill, elevator and plant 
machinery, and Chas. F. Schneider, sec- 
retary-treasurer, Chas. F. Schneider & Co., 
Readfield, Wis. 

A trio of feed personages were born on 
January 5. They are: A. G. Philips, vice 
president in charge of sales, Allied Mills, 
Inc., Chicago, P. Turner, president, Old 
Fort Mills, Inc., Marion, O., and George 
F. Leonard, sales manager, Tobacco By- 
Products & Chemical Corp., Louisville, Ky. 

Other feed industry men who have 
birthdays include, Max F. Cohn, president, 
Sunset Feed & Grain Co., Inc., Buffalo, 
N. Y., John S. Schroeder, vice president, 
North East Feed Mill Co., Minneapolis, 
E. S. Terry, Stratton Grain Co., Milwaukee, 
January 7. 

Karl W. Hartmann, 
vice president, Nap- 
thole, Inc., Boonton, 
N. J., John Lauer, 
V. Lewer Co; 
Milwaukee, M. R. 
Wright, vice presi- 
dent-secretary, the 
Shores Co., Cedar 
Rapids, Ia., January 
10. 

Louis J. Schuster, 
L. J. Schuster Co, 
Toledo, O., Ralph T. 
Fox, the Fox Co., Newfield, N. J., Chas. L. 
Davidson, president Stone Mountain Grit 
Co., Lithonia, Ga., Marlon Brando, gener- 
al manager, Calcium Carbonate Co., 
Chicago, January 11. 

William Sample, vice president, Raiston 
Purina Co., St. Louis, M. A. Roseman, 
president and general manager, National 
Molasses Co., Philadelphia, W. J. Wesier- 
man, vice president, Oyster Shell Products 
Corp., St. Louis, James H. Vint, Farmers 
Cooperative Elevator Co., Union Grove, 
Wis., January 14. 
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Ruth B. Walther, secretary, Cedar Hill 
Formulae Co., New Britain, Conn., A. L. 
Johnstone, president, Johnstone, Templeton 
Co., Milwaukee, January 15. 

D. L. Norby, manager, Toledo office, 
Cargill, Inc., Harry G. Cowan, district 
sales manager, Spencer Kellogg & Sons, 
Inc., Minneapolis, January 16. 

O. R. Sickert, president, Deutsch & Sick- 
ert Co., Milwaukee, E. W. Sann, E. W. 
Sann & Associates, Minneapolis, Jan. 18. 

A. J. Schroeder, secretary-treasurer, 
North East Feed Mill Co., Minneapolis, 
January 20, John Devaney, Hutchinson 
Advertising Co., Minneapolis, Glenn Bown, 
Waterloo Mills Co., Waterloo, Ia., January 
21, Dr. A. J. Pacini, Archer-Daniels-Mid- 
land Co., Minneapolis, January 22. 


F. E. Parker, Fennimore Farmers Ware- 
house, Fennimore, Wis., David Molof, vice 
president, Silmo Chemical Corp., Vine- 
land, N. J., January 23, Percy Fredman, 
secretary, Fredman Bag Co., Milwaukes, 
January 25, W. E. Stone, sales manager, 
Piqua Stone Products Co., Piqua, O., 
S. C. Smith, Darling & Co., Chicago, 
January 26, A. H. Meinershagen, Higgins- 
ville, Mo., secretary, Missouri Grain, Feed 
& Millers Association, A. C. Smith, Archer- 
Daniels-Midland Co., Minneapolis, Jan- 
uary 27. 


C. M. Stormes, president, lowa Feed Co., 
Des Moines, January 29, George La Budde, 
La Budde Feed & Grain Co., Milwaukee, 
and Lloyd S. Larson, Lloyd S. Larson 
Advertising Service, Mankato, Minn., 
January 31. 
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PILOT BRAND OYSTER SHELL 
FOR TWENTY YEARS HAS BEEN 
A PROFITABLE ITEM TO DEALERS 
AND POULTRYMEN BECAUSE 
IT 1S A PERFECT PRODUCT 
FOR THE PURPOSE IT IS USED 


The. big blue pilot wheel on every 
bag is a symbol of purity. 


OYSTER SHELL PRODUCTS CORPORATION 
London, Eng. 


$$$ 33 $ 
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St. Louis,.Mo. 


for new catalog. 


@ No denying that reduced overhead allows you to make 
more profits. Reduction of power costs, fewer shut-downs 
and repairs, savings in labor, increased production, all of 
these help reduce your overhead. All of these advantages 
are yours when you use Kelly-Duplex Feed Mill and 
Elevator equipment. Choose the machine or equipment 
you need from the complete Kelly-Duplex line. Write 


Complete equipment for mill and elevator 
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—know your profit 


(Continued from Page Fitteen) 


tion is not theoretical. The buying public 
is generally prepared for price increases. 
Look over the prices your customers are 
paying for things they buy from other mer- 
chants — butter, shoes, farm implements, 
automobiles, etc. You will find these other 
merchants are setting their selling prices in 
keeping with what it will cost to replace 
their present inventories, they are forget- 
ting inventory cost on an upward market. 

I have noticed quite a common tendency 
to consider overhead costs on a per ton 
basis. This is a lazy way of doing things 
and may prove very expensive. A ton of 
bran sells for about $30.00 while a ton of 
cottonseed hulls sells for about $15.00. Why 
should the bran bear twice the overhead 
when it uses no more overhead than the 
cottonseed does? It seems to me that if I 
were a feed merchant I would follow the 
management practices found so acceptable 
in other lines. I would budget my business. 
In so doing I would know why every out- 
going dollar had to be spent, and what it 
contributed to the income dollar. A budget 
answers many questions in the setting of 
sales prices. It doesn't necessarily have to 
be an elaborate one. 

Mr. Thompson has made a very interest- 
ing presentation of the wage and hour 
situation. I trust that he will be successful 
in his fight to have this industry exempted 
under the agricultural classification, but 
frankly I cannot become very enthusiastic 
over the outlook when we consider how 
little help he has received from the indus- 
try itself. It costs real money to wage such 
a battle. The National Association of Re- 
tail Lumber Dealers has a fund of $25,000 
to carry on their battle. One of the best 
legal firms in Washington is representing 
them. 

In case you are one of the many feed 
merchants who has left the job for Mr. 
Thompson to do, let's see what kind of a 
debt you have already incurred, and which 
is not listed as an unpaid bill on your 
books. 

The Wage and Hour act became effec- 
tive October 24, 1938. As of that date all 
employes, unless exempted under the act, 
should have been paid time and a half 
for all over-time. 

Assume that an employe was paid $18.00 
per week and that his working week had 


been fifty hours. The formula which should 
have been followed was, to divide $18.00 
by 50 thereby creating a new basis of 
compensation, namely thirty-six cents per 
hour. From a practical point of view, the 
employe was no longer on a weekly basis, 


for the act converted his basis of pay from" 


$18.00 per week to thirty-six cents per 
hour with the added proviso that all over 
time hours must be paid for time and one 
half, or 54 cents per hour. On the assump- 
tion that the employee continued to work 
fifty hours per week, then for each week 
during the first year of the act his pay 
envelope should have contained $19.08, in- 
stead of $18.00. For each week during the 
second year of the act his pay envelope 
should have contained $20.16. For each 
week during the third year of the act he 
should receive $21.24. All of the above 
figures are without consideration of pay 
roll tax, which must be deducted from the 
employe. 

Following is an example of the liability 
which all employers subject to the act, 
have incurred during the first, second and 
third years, in the event overtime has not 
been paid. The act provides double liability 
in certain cases. This we have termed 
“Involuntary Liability’ and the amount of 
money involved is printed under that 
heading: 

In case of involuntary settlement; add 
fees for employes’ attorney for services, 
estimated at $150 to $500.00. Add fees for 
your attorney estimated at (?) Cost of pro- 
ceedings estimated at (?) 

Maximum voluntary liability for ten em- 
ployees might be $3000.00 

Recommended: A review should be made 
of the activities of your particular business 
in order to establish necessary evidence 
that you are a retailer. 

I am going to assume that you have 
five employees as outlined on this chart. 
Suppose I came into your office and said 
I had decided to buy 7¥%2 cars of bran 
from you; I'd be a pretty welcome caller, 
particularly if I laid the cash on the table. 
That transaction would represent about 
$750.00 gross profit. I used $5.00 per ton 
as the basis for computing the gross profit. 
So far so good. Suppose now that a wage 
and hour investigator followed me in, and 
before you could pocket your $750.00 profit, 
he stated that as a result of an investiga- 
tion which he had just completed, that 
$750.00 belonged to your employees as 
overtime pay? 


VOLUNTARY LIABILITY 
Number of First Year Second Year Third Year Total 
Employees 10/24/38-10/24/39 10/24/39-10/24/40 10/24/40-10/24/41 
(44 hrs.) (42 hrs.) 0 hrs.) 
56.16 74.88 93.60 224.64 
112.32 149.76 187.20 449.28 
Taree ......... 168.48 224.64 280.80 673.92 
ae 224.64 229.52 374.40 898.56 
280.80 337.40 468.00 1128.20 
561.60 748.80 936.00 2246.40 
INVOLUNTARY LIABILITY 
112.32 149.76 187.20 449.28 
224.64 229.53 374.40 898.56 
a 336.96 449.28 561.60 1347.84 
eee 449.28 599.04 748.80 1797.12 
561.60 748.80 936.00 2246.40 
1123.20 1497.60 1872.00 4492.80 
e42e 


If I were in your position I would first 
determine if I were liable. You may be 
exempt under certain retail classifications. 
Next, if I found that the chances were that 
the courts would not exempt me, then | 
would employ some of the means avail- 
able to stop the running of this liability. 
The third thing I would do would be to 
pass this added cost on to my customers, 
providing, of course, I couldn't eliminate 
it. In the meantime, if Mr. Thompson was 
successful in his fight, then I could pass 
that sum on to my profit account, or dis- 
tribute it as bonuses if I felt that I was 
being paid too much and my employes not 
enough. 

In closing let me urge you to support 
your association—with cash—not just good 
wishes. Every dollar you spend with them 
wiill return you handsome profits. 

OHIO 

Roehrig Feed Co., Defiance and Oak- 
wood, recently purchased the Goodwin 
Elevator at Grover Hill. Grinding for cus- 
tomers was free on opening day. 

Glenn Roebuck, Neptune, recently com- 
pleted an addition to his feed and grain 
buildings. He is also installing new ma- 
chinery. 

Jay Fenn Co., Bellevue, recently pur- 
chased the Hegert Feed Store. The store 
was operated by Otto Hegert for 45 years. 

H. M. Colley, Glouster, recently took 
over the feed business of C. A. Gardner, 
and will be known as the Glouster Feed 
Store. 

Mennel Milling Co., Townwood, recently 
sustained the loss of its elevator when the 
structure was totally destroyed by fire. 

Guy Ross, former secretary of the Early 
& Daniel Co., grain and feed dealers, died 
last month at Cincinnati at the age of 44. 

H. G. Murphy flour and feed mill, Lynch- 
burg, was purchased recently by Howard 
Ratcliff, owner and operator of a local 
feed store. 

Cleveland Grain Co. elevator, Cleveland, 
was destroyed recently by fire. The losses 
amounted to $40,000. 

J. I. Baransy, operator of the Baransy & 
Wolfrom elevator, Ada, died recently. He 
was 71 years old. 

@ CESCO FEED CO.. Crescent City, IIl., 
recently held a meeting in Cullom. Sub- 


jects discussed were various feeding prob- 


lems, with speakers from Paxton and Cres- 
cent City heading the program. 

@ RUSSEL WHIPKEY, formerly of Trent, 
S. D., was appointed manager of the 
Quaker Oats elevator at Doon, Ia. recently. 
Mr. Whipkey replaces J. V. Paulson, who 
is now manager of the Farmers Exchange 
Co. feed mill at Lake Park. 

@ R. A. WESTERMAN, feed dealer at 
Sarver, Penna., recently purchased the 
Smith & Zahniser Feed Mill at Freeport. He 
will operate both stores. 

@ CLAUDE DAVIS, Hawesville, Ky., re- 
cently sold his interest in the Hawesville 
Milling Co. to his partner, Ivory Glover. 

@ L. C. KLEIN, Villisca, Ia., opened a feed 
store last month. 
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Push Early Chicks 


One of the things every feed dealer can do during January 
is to urge his customers to buy chicks early. Some dealers in 
various localities have been successful in inducing poultrymen 
to buy chicks late in December or early January and thus have 
choice broilers ready for the Easter market. Undoubtedly, this 
market possibility can be pushed in many sections, with resulting 
profits for both farmers and feed dealers alike. 


Good Farm Program 


Feed dealers in one state were instrumental in getting their 
local chamber of commerce to sponsor and carry out an eight 
point dairy and livestock development program which is bring- 
ing results. It includes an educational program of night meet- 
ings held by vocational agriculture instructors using mimeo- 
graphed articles and pictures in rural centers, placing calves 
and heifers in charge of farm boys, breeding up native cattle, 
encouraging hog production for partial use of skim milk and 
surplus feed, promoting a livestock show and developing market- 
ing facilities locally. The business men have in mind the eventual 
establishment of a meat packing or processing plant. All of this 
shows what can be done when feed dealers and other merchants 
pull together. 


Developing Tnade 


A splendid idea for developing a long range educational pro- 
gram for town and country appreciation of a community's retail 
businesses comes from Michigan. A certain town's merchants 
council has formed a cooperating committee of representatives 
of each of the men’s and women’s clubs in each town. As each 
organization or farm club meets, a merchant is present to speak 
for 10 minutes on the subject of retail services offered locally. 
This program has built much good will. 


Street Farm Shou 


Merchants in Lyons, Kansas, know that farmers are always 
interested in new tractors and automobiles, so each year they 
stage a tractor and automobile show which is very successful. 
Instead of putting all vehicles under one roof, the committee 
places them at different parts of town on the streets with pla- 
cards which explain everything about them. Farmers and their 
families flock to town to see the vehicles, and most merchants, 
including feed dealers, do a good business. 


Dead Item Sales 


Business men in one Iowa town stage auctions every week 
two months of the year in which the merchants all hand in 
slow-moving, out-of-date and dead items from their stock for 
sale at auction. There is no misrepresentation; this is announced 
as a white elephant sale, with a guarantee that no bid for more 
than the regular purchase price will be accepted. Proceeds of 
the sales go back to the merchants after deducting costs. Through 
this stunt, all merchants get a turnover once a year even on 
slow moving items. People in this area look forward to this 


yearly sale and come considerable distances just to attend. 


Merchants also take advantage of the increased town-traffic 
during the auction days to offer special bargains and services in 
new merchandise and this also results in additional buying. 


THE FEED BAG — January, 1941 


certain legs. 


formance. 


Let us make an in- 
vestigation of your 
present bucket ele- 
vator capacity. 
Write today for 
engineering and price bulle- 
tin, also Capacity Analysis 


recommendations. No obligation. 


Screw Conveyor Corporation 


HAMMOND, IND. 


719 HOFFMAN ST. 
SCREW CONVEVORS ELEVATOR 


_ "FRADE MARK REG. U.S. PAT. OFFICE 


If not, it is a sure indication you need 
“NU-HY” Buckets. “NU-HY” Buck- 
ets will step-up your bucket elevator 
capacity from 10% to 50%. In fact, 
we have gone as high as a 100% in- 
crease in some installations, after 
making a fact-finding investigation of 


We may uncover similar inefficiencies 
in your bucket elevator without the 
need of making any casing alterations. 
The “NU-HY” Bucket is distinctly de- 
signed to carry a bigger load without 
any apparent spillage. Its high swe-p- 
ing sides, high positioned lip, scien- 
tifically designed bottom and continu- 
ous spacing possibilities are the secret 
behind its outstanding per- 


Form No. 76 to enable us to give you guaranteed 


Hygeno 
Poultry Litter 


(Process Patent 2014900) 


The Only Litter Development That 
Has Kept Pace with Modern 
Poultrymen 


POINTS OF EXCELLENCE 
Sanitary, both in substance and effect. 
Chicks won’t eat it; neither will other domestic 
fowls. 
Attracts and retains the heat at the brooder house 
floor. 
Absorbent; it facilitates evaporation. 
Antiseptically treated to resist germ development. 
Free from moulds and dust. 
Relatively fireproof. 
Durable. 
Inexpensive to use. 


Write for Details and Prices 
A Product of 
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Nevada, Iowa 


Minneapolis, Minn. 
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—farm outlook 
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on feed values. Much of this educational 
progress has been fostered by the county 
agents, and the vocational agricultural 
teachers. Commercial feed manufacturers 
are getting more cooperation from these 
leaders. 
SOUTHERN AGRICULTURIST 

Louis D. Wallace, research manager 

Three geographic divisions comprise the 
south. These are: South Atlantic, 8 states; 
East South Central, 4 states, and West 
South Central, 4 states. Each one of these 
divisions showed a per cent of gain in 
population in excess of the national gain 
in the 1940 census. It showed also that 


RN GLUTEN 


41% protein 
Guaranteed 


The Demand for DIAMOND 


as an ingredient of poultry and turkey 
rations has been growing steadily for a 
decade. In 1941 good mashes everywhere 
will contain Diamond as a basic protein 
ingredient—not for its protein alone but 
for its Vitamin A potency and its pigmen- 
tation factor. 


Progressive and well informed feeders— 
those who follow the Experiment Station 
findings—are demanding mashes contain- 
ing Corn Gluten Meal. Meet this demand 
by including Diamond in your full line of 
poultry and turkey feeds for 1941. 


CORN PRODUCTS SALES CO., 
NEW YORK-CHICAGO-KANSAS CITY 


DIAMOND CORN GLUTEN MEAL 


the South is still the great rural-farm sec- 
tion of the nation. The ten-year comparison 
indicates that the percentage of rural-farm 
population has changed less than 2 per 
cent since 1930. These figures on their face 
could be taken to evidence a healthy south- 
ern agriculture. Indeed, start where one 
will, proof begins to pile up that such is 
the case. 

Before making a start though, it might 
be well to point out that, in spite of the 
rather gruesome Southern pictures drawn 
by some writers, the agricultural South 
was never in as bad financial condition as 
some other sections. For example, the 


total amount of mortgaged farms in the 
12 states from Virginia to Louisiana was 
way less than the amount of mortgages on 
Iowa farms alone. Not having the heavy 
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FORTIFIED 
400 D 


177 MILK STREET 


VITAMIN D in AOAC units. VITAMIN A in USP units 


A COMPLETE LINE of vitamin oils; produced, tested and 
guaranteed by GORTON-PEW FISHERIES CO. of Glou- 
cester, Mass.—America’s oldest and largest cod-fisheries. 


NEW ENGLAND BY-PRODUCTS CORPORATION 
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debt and interest handicap of other states, 
it is not surprising to see from government 
estimates that Southern farm values had, 
since 1933, made the greatest gain of any 
section. 

Coming down to income, the Southern 
farm cash income in 1938, was $2,244,416,- 
000, a gain of 93.2 per cent since 1932. In 
the rest of the United States, the gain was 
61.3 per cent which would be good, were 
not the Southern gain so much better. 

In 1939 the Southern farm cash income 
went up to $2,378,101,000. While 1940 fig- 
ures by states are not yet available, it is 
estimated the totals may show astill further 
gain. Continuing this picture, statisticians 
predict a fully maintained income for 1941. 

Perhaps the outstanding factor which has 
kept the Southern farm income to constant- 
ly increasing totals, has been the wide- 
spread shift to livestock production. This 
development has been two-fold, more cat- 
tle, and what is of greater significance, 
better cattle. 

In the South, chickens and eggs have 
given a quarter of a billion dollar income 
annually. Here, too, if one stops to make 
comparisons, the scale of gain tips in favor 
of southern poultrymen. The income from 
eggs from 1932 to 1939 gained 44.1 per 
cent to 27.3 per cent for the remaining 34 
states and that from chickens 24.1 per cent 
to 15.9 per cent. These and other sources 
of income are in addition to the South's 
great cash crops—cotton and tobacco. 


WALLACE’S FARMER 
Donald R. Murphy, editor 

In 1941, Iowa farmers are quite likely to 
have the biggest farm buying power since 
the first World War. In 1940, farm buying 
power (although not cash income) was 
higher than in 1929. And 1941 seems likely 
to do a little better than 1940. 

Hog prices, from which come around 40 
percent of Iowa's farm income, are on the 
upgrade. So are prices of dairy products, 
eggs, poultry and beef which provide the 
bulk of the rest of the state’s income. 

Iowa has enormous reserves of corn and 
hay now on hand. Its pastures are in un- 
usually good shape. In hog, beef cattle, 
dairy cattle and poultry numbers, the state 
is well fixed to convert these feeds into 
livestock products and into cash. 


AMERICAN AGRICULTURIST 
E. R. Eartna, editor 

Dairying is the most important single 
farm enterprise in the Northeast bringing 
in about 50 per cent of the total farm in- 
come. Milk prices, while not up to the 
point farmers believe justified, have been 
good compared to the prices of other farm 
products during the past year. American 
Agriculturist has had a big part in these 
better prices through support of the fed- 
eral-state milk marketing orders and agree- 
ments. Frankly, there is a slight element 
of uncertainty as to the immediate future. 
Following hearings held by the department 
of agriculture in October, the department 
is proposing certain amendments to the 
order which are contrary to the wishes of 
the majority of dairymen in this area. 
Hence, there is a probability that the en- 
tire order will be suspended. 

Dairymen in this area are well organized 
into cooperative associations, and if the 
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order is suspended, cooperative associa- 
tions will tackle the job of keeping the milk 
market stable. 

Poultry comes second in importance in 
the Northeast, bringing in about 20 per 
cent of the farm income. In the past twenty 
years the poultry industry in this area has 
expanded, and we feel certain that it will 
continue to expand. Because it is relatively 
easy to get in and out of the poultry busi- 
ness, this enterprise has its ups and downs, 
but good stock and able management puts 
northeastern poultrymen in a favorable 
position. 

To sum it all up, we are decidedly opti- 
mistic as to the immediate outlook for 
agriculture in the Northeast. 

ARKANSAS FARMER 

As the farmers of Arkansas bring to a 
close a year of abundant production, plans 
for 1941 are now being made with pros- 
pects that the outpyt of agricultural pro- 
ducts will be about the same as in ‘1941. 
The effect of bountiful crops and good 
prices is reflected in increased spending. 
Business men of Arkansas report money is 
being spent freely, some saying business 
is better than in the “boom” year of 1929. 
Cotton remains supreme as Arkansas’ ma- 
jor crop. Yet Arkansas’ cotton acreage has 
been reduced while at the same time the 
annual value of the state’s total crop has 
increased. 

The land taken out of cotton is, for the 
most part, being used for the growing of 
soil building crops and the raising of live- 
stock. During the last ten years: hogs in 
the state have increased 75 per cent while 
the nation as a whole gained but 4 per 
cent; cattle have increased 40 per cent 
while the country as a whole gained but 
12 per cent; the value of all livestock in 
Arkansas increased better than 8 per cent 
while the United States lost 20 per cent. 

Dairy interests have been alert to the 
opportunities offered in Arkansas with 
this change in Arkansas’ farming methods. 
Cheese manufacturers and milk proces- 
sors in general have been active in es- 
tablishing centers over the state. 


SUCCESSFUL FARMING 
J. F. Miller, manager research division 

The impact of the war abroad and the 
defense program at home are likely to be 
felt increasingly by farm families during 
1941. Families in some farm areas can 
look forward to higher gross cash incomes 
in 1941 than in 1940 due to increased de- 
mand for farm products because of increas- 
ed national income. This anticipated in- 
crease in cash income from agriculture will 
be unequally distributed through the farm 
areas. Some sections may have little, if 
any, share in it. The farm families which 
will benefit most are those producing com- 
modities that go almost entirely into do- 
mestic markets, such as meats, dairy and 
poultry products, some fruits and veget- 
ables. Families specializing in products of 
which an appreciable share formerly was 
shipped abroad may find their gross in- 
comes from farming no larger in 1941 than 
in 1940. 

If the gross cash farm income of $9,050,- 
000,000 for 1940 were distributed equally 
among all farm families in all regions, 
each would, according to the United States 
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department of agriculture receive $1300. 
The East North Central states and the West 
North Central states, however, will receive 
$1600 and $1900 respectively. 
HOARD’S DAIRYMAN 
W. D. Hoard, Jr., president 

The dairy market is almost wholly a 
domestic market, with demand and prices 
following closely factory payrolls and em- 
ployment. For this reason the dairy farmer 
looks forward with confidence to the New 
Year. 

Dairy farmers have not suffered from re- 
duced or restricted production as has been 
true with some other producers of farm 
products. Milk production in 1940 set an 
all-time record, probably exceeding a total 
of 111 billion pounds. This exceeds the 
five-year average by over seven per cent, 


and is greater by over two per cent than 
the previous high attained in 1939. This 
greater production was secured primarily 
through greater production per cow and 
increased efficiency, although there was 
also some increase in number of cows. 
Production in 1941 is expected to exceed 
1940 by reasons of a further increase in 
the number of cows and the better feeding 
of cows due to the stimulus of better prices. 
Year in and year out, dairy products 
supply approximately one-fifth of the total 
gross farm income, or nearly double that 
received from hogs, poultry, or all farm 
grains. Cash farm income from the sale 
of dairy products during 1940 are expected 
to total more than 1,500 million dollars. 
This is more than 10 per cent in excess of 
1939, and will exceed any year since 1930. 


Plenty of Eggs 
This Winter! 


That’s what Armour’s 50% Meat 
and Bone Scraps will help give 


your customers ! 


@ Armour’s Meat and Bone Scraps contains 50% 
protein, and large supply of essential minerals. 
This makes it an ideal ingredient to add to lay- 
ing mashes, for it supplies basic essentials for 
egg production. 

It makes an excellent poultry fattening feed, 
too, for it builds strong bones at the same time 
it adds flesh rapidly. 

Sell Armour’s Meat and Bone Scraps... It will 
help your customers get plenty of eggs and will 
give you plenty of profits all winter! 


Also makers of Armour’s 60% Digester 
Tankage and Armour’s Special Steamed 
Bone Meal (65% bone phosphate of lime) 


ARMOUR and COMPANY 


MELKCENTRATE 


Replaces Dried Milk 
Products At 
Substantial Savings 
Melkcentrate is a specially prepared 
32% concentrate, made from dried 
blood, processed into desirable cereal 
ingredients, with dried buttermilk and 

dried whey. 


RYDE & CO. 


“For More Sales and Bigger Profits In 1941” 
FORTIFY YOUR|FEED FORMULAS 


with 


RYDE’S 


NUTRITIVE MINERALS 


Supplies More Digestible 
Minerals At 
Lower Cost 
Ryde’s Nutritive Minerals contain cal- 
cium from cooked and ground egg 
shells, egg albumen plus other health- 
giving minerals that give faster growth 
and greater resistance to disease. 


CHICAGO, ILL. 
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WILLIAM FULTON 


T ENRY E. KUEHN and William M. Stein- 
ke, both vice presidents, have assumed 
management of the King Midas Flour Mills, 
a division of the Van Dusen-Harrington Co., 
Minneapolis, following the retirement of 
William Fulton as vice president and gen- 


HENRY E. KUEHN 


eral manager effective December 31. 

Mr. Kuehn has been with the King Midas 
organization since 1914 and is principally 
in charge of grain buying and milling 
operations. 

Mr. Steinke has likewise been associated 


5 Reasons 


or settling possible. 
loss over long periods 


5—The lowest cost way. 


Write for your copy NOW. 


42 East Ohio St. 
CHICAGO, ILL. 


“CCC” lodized-Manganesed Calcium Carbonate 


for making trace elements inclusions 


1—Eliminates a difficult premixing job. 


2—Uniform inclusions assured. Special process unites 
iodine and manganese with every calcium par- 
ticle. An exclusive feature. 


3—Iodine and manganese stay mixed uniformly. Made 
to cling tightly to other ingredients. No separation 


4—-Iodine content never varies. Iodine protected against 


Proved over six years of use by leading mixers. 


The new handy, complete Mixing Chart showing how to include the small 
recommended amounts of iodine and manganese easily and most economically 
in your feeds, supplements, and mineral mixtures is yours for the asking. 


The CALCIUM CARBONATE COMPANY 


“Pioneer producers of trace elements products” 


CARTHAGE, MO. 


It Will Pay You to Use 


Another exclusive feature. 


by “CCC” patented process. 


Box 409 836 Brandeis Theatre Bldg. 


OMAHA, NEB. 


WILLIAM M. STEINKE 


with King Midas and Mr. Fulton for 26 
years and for 11 years has served as gen- 
eral sales manager of the company. 

Mr. Fulton was born near Coldstream, 
Scotland, June 21, 1869 and entered the 
flour business in 1886. He came to Amer- 
ica in 1891 and worked for a time with the 
old Anchor Mill Co. of Cedar Rapids, Ia. 
In 1910, he joined the organization of 
Shane Bros. & Wilson Co. (now King Mi- 
das) becoming manager of the compan~’s 
Hastings, Minn., mill, which then had a 
capacity of only 600 bbls. per day, in 1912. 
Since then, King Midas has acquired mills 
at Minneapolis and Superior, Wis., and 
has a present milling capacity of 6,509 
bbls. per day. One of Mr. Fulton's side- 
line accomplishments was the compilation 
of the “Miller's Telegraphic Code Book” 
which is still widely used throughout the 
industry. 

Mr. Fulton plans to spend the w:.:ter in 
California and may make his permaneni 
home in that state. 

@ MONTICELLO Feed Mill, Monticello, Ia., 
owned by E. H. Huibregtse, recently pur- 
chased the Anamosa Milling Co. and is 
remodeling and adding to the plant. 

@ C. G. WOLF, North Liberty, Ind., an- 
nounced recently that Leo Rogers has re- 
placed Clyde Miller in charge of his ele- 
vator at Tyner. 

@ HUMBOLT Fence & Supply Co., Hum- 
bolt, Ia., announced Christmas bonuses to 
its employes totaling $3,000. Don Pierson 
is the proprietor. 

@ OSCOLA Flour Mills, Gordonville, Pa., 
was organized recently by Willis D. Frank- 
houser and Paul Hicks. The mill will make 
flour and handle grain and feed. 
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Group 


ETAIL and wholesale feed 

problems, point of contact sell- 

ing and service, as well as 
other interesting topics are slated 
for considerable discussion at the 
annual convention of the Northwest 
Retail Feed association to be held 
at the Hotel St. Cloud, St. Cloud, 
Minn. on January 13-14. 

Officers of the association have 
been busy planning for the conven- 
tion, according to D. D. Flemming, 
Minneapolis, secretary-treasurer, 
and while the program is not yet 
complete, several well known 
speakers have been scheduled, so 
that, all in all, the convention un- 
doubtedly will rank with the best. 

National affairs, and especially 
government policy, are of tremen- 
dous importance in these world- 
shaking days. Capable Ray B. Bow- 
den, executive vice-president of the 
Grain & Feed Dealers National as- 
sociation, will be on hand at the 
Northwest meeting to give his views 
on national affairs as seen from 


SIDNEY 


increase profits, 
reduce costs 


Make more money by 
mixing feed faster and better 
with Sidney Mixers. Low in- 
itial and operating cost guar- 
antees a larger margin of 
profit. Sidney Mixers are giv- 
ing quiet, dependable service 
in hundreds of mills all over 
the country... they'll prove 
to be a profitable investment 
for you, too! 


Manufacturers of: 


Corn Crackers and Graders 
Grain and Seed Cleaners 
Electric Truck Hoists 

Ear Corn Crushers 

Corn Shellers 

Feed Mixers 

Elevators 


tHe Sidney 


need 


FEED MIXERS 


Write today for complete 
details on machinery you 
— no obligation. 


GRAIN MACHINERY CO. 


“Manufacturers for over 75 years” @ SIDNEY, OHIO 


meets at st. cloud 
january 13 and 14 


Washington and what effect gov- 
ernment policies and their conse- 
quences will have on the feed and 
grain business. 

Considerable emphasis will be 
placed on helping the country feed 
dealer turn the collective spotlight 
of convention wisdom upon his 
problems, say association officials. 
President W. L. Ledin, Bethel, Minn., 
says that one of the features of the 
meeting will be an advertising clin- 
ic for dealers, conducted by Lloyd 
S. Larson, Mankato, Minn. advertis- 
ing man. 

In this clinic there will be brought 
up for discussion those factors of 
an advertising campaign for coun- 
try dealers which embody the sell- 
ing of more merchandise, the build- 
ing of good will, the creating of a 
closer bond between dealer and 
customer through a better under- 


standing of mutual problems and a 
better appreciation of the place 
each has in agricultural prosperity. 

Another speaker will be Ben 
Rieke, Hubbard Milling Co., Man- 
kato, who will talk on the retail 
feed business from the viewpoint 
of the wholesale feed industry. 

J. B. Fitch, dairy department, and 
Dr. H. J. Sloan, poultry department, 
University of Minnesota extension 
division, will lead a nutritional con- 
ference. This part of the program 
is expected to attract many dealers, 
as both Mr. Fitch and Dr. Sloan 
were featured on the recent short 
course fostered by the association 
last fall, and undoubtedly will con- 
tinue with feeding discussions that 
provoked much interest at that time. 

Crop improvement work will be 
reviewed by an official of the North- 
west Crop Improvement association, 
and the relationship of this work to 
the feed and grain industry will be 
detailed. 

Bills in the Minnesota legislative 
session will also be discussed, es- 
pecially those pertaining to retail 
business and their subsequent ap- 
plication to the retail feed and grain 
industry. 


$9.30 


PEAT LITTER 


immediate shipment 


per bale — car lots delivered 
most points in the middle west 
comes packed in standard bales, giant 
bags and 50 fb bags. 


Quality better than any we have seen 


in 20 years. 


Get our delivered price 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


anywhere 
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—feed orders 


(Continued from Page Nine) 


upon it. A fleet of trucks serves the 
buyers and orders, regardless of 
how large, can be moved quickly 
from a warehouse in the vicinity. 
This also reduces delivery costs, 
the saving being passed on to the 
buyers. 


The firm, like all progressive ones, 
believes in selling only fresh pro- 
ducts. No matter what type of feed 
is bought, the buyer always gets 
fresh stock. Considering this one 
point, it is easy to see why this firm 
has prospered under Mr. Domnitz’ 
ownership. 


Also in the vicinity are large es- 
tates, many with their private ken- 
nels. This brings the firm the added 
business in dog food. Large 
amounts are sold yearly and the 
product accounts for approximately 
six percent of the gross sales. Since 
many of the dogs are of the finest 
breeds, again it is necessary that 
only the correct feed be advised. 
Association with dog fanciers has 
also fitted Mr. Fitzgerald and Mr. 
Heyward for this specific job. 


THE BES 


DRIED 
SHIM MILK 


lined burlap sacks. 


defy competition. 


Bulletin Building 


YET PRICED 
TO DEFY competition | 


Buy Dried Skim Milk from a firm that spe- 
cializes in milk for animal feed. 


“SUPREME” DRIED SKIM MILK is perfect 
quality, freshly made — and is shipped di- 
rectly from the creamery to you in paper 


No matter where you're located, be sure 
to get our price. Because of our large vol- 
ume, we're able to sell you the very best 
quality that money can buy — at prices that 


Write, Phone or Wire for 
Unusually Attractive Prices. 


Philadelphia, Pa. 


Farm Crop Meetings 
Held In Wisconsin 


A series of barley, flax and soybean 
meetings are being held throughout Wis- 
consin during January by the Wisconsin 
college of agriculture with the coopera- 
tion of the grain inspection department, 
according to George M. Briggs, extension 
specialist in field crops. 

The meetings are all of full day duration. 
As has been the practice in the past, farm- 
ers bring in samples of grain, cleaned and 
ready for seed, and these samples are ex- 
amined for purity and fitness as seed. 
Barley, flax and soybean possibilities are 
also discussed at these meetings. 

Panel discussions of the barley prob- 
lems are being participated in by farmers, 
feed dealers. threshermen, maltsters, plant 
disease and crop specialists, supervisor of 
grain inspection and marketing specialists. 

Meetings remaining in January include, 
Jan. 14, Columbia County, at Columbus; 
Jan. 15, Waukesha County, Oconomowoc; 
Jan. 16, Dane County, Sun Prairie; Jan. 17, 
Rock County, Clinton; Jan. 21, Pierce & 
St. Croix County, River Falls; Jan. 22, 
Outagamie County, Kaukauna; Jan. 23, 
Calumet County, Brillion; Jan. 24, Dodge 
& Jefferson Counties, Watertown; Jan. 28, 
Brown County, Depere; Jan. 29, Door 
County Forestville; Jan. 30, Manitowoc 
County, Manitowoc; Jan. 31, Sheboygan 
County, Plymouth. 


today. 


New .. . 20th Edition 
FEEDS and FEEDING 


O person engaged in producing or 

handling feeds can afford to be 
without the 20th Edition of FEEDS 
AND FEEDING. It is the greatest and 
most practical compilation of information 
on livestock feeding and nutrition ever 
issued. The new edition has been com- 
pletely rewritten and contains nearly 300 
pages more than the old book, including 
an entirely new chapter on proteins, min- 
erals and vitamins. 


Get your copy of FEEDS AND FEEDING 
direct from The Feed Bag by mailing your 
check for $5.00. For $6.00 we will include a 
year’s subscription to The Feed Bag plus The 
Feed Bag Annual. You save a dollar. Order 


Che feed B 


Milwaukee, Wisconsin 


MICHIGAN 

Kerr Elevator, Melvin, recently installed 
a new mixer capable of handling any 
feeds. 

Fred S. Lockwood, Portland, died last 
month at his home at the age of 62. He 
formerly owned and operated two elevators 
in Portland. 

Michigan Bean Co. elevators, Blanchard, 
was overhauled completely recently. New 
machinery installed includes a hammer 
mill, seed cleaner and crusher-feeder. 

Kahlbaum Bros.. Carleton, recently lost 
its entire plant through a fire, starting 
while the plant was in operation. Plans 
are being made for immediate rebuilding. 

Blaess & Sons Feed Mill, Manchester, 
was leased recently to Mann & Sons, 
Bridgewater. A new mixer was installed. 

Farmers Warehouse Co.. Eaton Rapids, 
recently added an elevator leg, a bean 
and grain cleaner. a corn grader and 
cracker and three motors to its plant. 

Rochester Elevator Co., Rochester, re- 
cently remodeled its plant and installed 
a new electromagnetic separator. 

Warren Co-ops, Warren, recently com- 
pleted construction on a new concrete 
block hay warehouse. 

Little Bros., Mendon, recently installed 
a new feed grinder. 


@ AL RABNER, Central Flour & Feed, Fort 
Dodge, Ia., has discontinued his business. 
His father, Sam Rabner, is continuing a 
retail feed store at the same location. 


By F. B. Morrison 


THE FEED BAG — January, 1941 


THAT MONEY CAN BUY 
| 

e 


--sour business 
(Continued from Page Twelve) 


grinding, and feature fertilizer in 
the early spring months. 

“These advertising features are 
unique, and I believe differ from 
the ordinary display newspaper ad- 
vertising. Our printer inserts a sup- 
plement inside the newspaper, de- 
voting this to local Fremont adver- 
tisers. That way it is closely allied 
to that most profitable of all news- 
paper advertising —the classified. 
People interested in certain types 
of merchandise can quickly find 
what they are most interested in, 
and the large space enables us to 
tell our story easily and convincing- 
ly. The cost is very small—less than 
direct mail circulars.” 

Last winter the feed firm sponsor- 
ed an educational and entertain- 
ment event at their local high 
school auditorium, giving a free 
lunch and free movies of local folks, 
and a lecture on hybrid seed corn 
by Prof. Walter B. Kruck. More than 
300 farm families attended this 
meeting and with such satisfactory 
results that it is planned to repeat 


the program this winter. 

Can the feed mill operator step 
up sales of merchandise while the 
farmer is loading up his grist? “Yes, 
a very worth while amount of extra 
business can be sold through the 
power of suggestion,” says Mr. 
Bingamam, First, it is necessary that 
we know each individual, his na- 
tural reactions to being sold. Our 
contacts with him on his own prem- 
ises give us a clear idea of his prob- 
lems, the kind of stock he raises, 
how diversified are his stock-raising 
activities and his objectives, how he 
wishes to achieve them.” 

“As a matter of fact, there is a 
sizable percentage of patrons who 
actually appreciate these sugges- 
tions and not infrequently it hap- 
pens that he had intended buying 
these extras but merely forgot to 
order them in his haste to load up 
and be on his way. We never ask: 
“Is that all today?” “You don't need 
anything else?” as such questions 
are negative, and invite the answer 
“No.” On the other hand, we name 
specific items we think he needs, 
and should have, if he is out of 
them. If he evinces interest, and 


wants more information, we offer it 
freely. | 

The company recognizes that 
good equipment is just as important 
if not more so, in rounding out the 
successful sales campaign. It is the 
very basis for many good talking 
points. ‘Good equipment helps us 
service farmers better. We bought 
one new l-ton Sidney mixer and 
corn sheller to round out our pro- 
gram. These two replaced older 
units, and now are among our best 
money makers,” said Mr. Bingamam. 

Convenience, accessibility and 
fast service belong in the category 
of selling, since it reduces sales re- 
sistance. Recently the company put 
in a new cement drive way to facili- 
tate approach and service. They 
have built new coal sheds, and an- 
other large feed storage space for 
two cars of fertilizer, or feed, meat 
scraps, tankage, etcetera. They op- 
erate two trucks for coal and feed 
delivery. Other equipment in the 
plant includes a seed cleaning ma- 
chine, a Blue Streak hammer mill 
and 5 electric motors for power 
ranging from 5 to 40 h.p. for oper- 
ating their various equipment. 


We wish to call your ATTENTION to the Excellent Quality 
of this year's O & M SWEET CORN! 


MUCH BETTER -RESULTS ARE ASSURED BY ANY OF THE 


85 VARIETIES ° SEED CORN 
Ohio Grown 
90, 100 and 110-DAY HYBRIDS NOW FEATURING 
All Standard Varieties Open Pollinated Corn 


0&M Seed Oats 


© Get quotations now on 
carload lots or less from the 
largest growers. 


® Thousands buy them 
every year. 


® They know they have no 
equal. 
Write for catalog and prices on 


dependable uniformly excellent 
O & M Seeds 


The O& M SEED CO. 


Growers, GREEN SPRINGS, O. 
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TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


@ QUALITY 
@ DEPENDABILITY 
@ ECONOMY 

@ SERVICE 

@ REPUTATION 


PAT. OFF. 


VITAMIN A ano D OILS 


“NOPCO XX’’* Genuine Cod Liver Oil 
base as always 
*Trademark of 


NATIONAL OIL PRODUCTS COMPANY 


HARRISON. NEW JERSEY 


—cash basis 
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large storage space for mixed feeds 
are located on north end facing the 
highway. Service facilities are pro- 
vided on both sides of the building 
allowing quick and easy access for 
prompt action. 

Mixer and sheller are located in 
south end of building. A dumping 
pit for grain is near west door and 
loading platform. Grain gravitates 
to basement floor through this pit 
directly into the grinder which is 
connected directly to the gasoline 
power plant. The mixer is located 
on main floor above the grinder. 

Engine speed can be controlled 
from the main floor by means of 
control levers connected to the en- 
gine up through the floor. The self- 
starter control lever is also located 
on main floor. This provides the 
same speed in starting and stop- 
ping as from an electric motor with 
electric power. “You get even 
quicker action in the actual work 
of grinding than you.would from an 
electric motor, as the powerful en- 
gine speeds up very quickly to pull 
its full load,” the manager said. 

In addition to custom grinding, 
the company handles nationally ad- 
vertised brands of feed and also 
manufactures and sells its own pri- 
vate mixtures for their farm trade. 
Customers for their products and 
grinding service were established 


by personal solicitation, consisting 
of a systematic program of pointing 
out to these farmers the advantages 
of quality made possible by first 
class new equipment, including the 
many other facilities mentioned in 
the foregoing. Their personal con- 
tacts with customers and prospecis 
are supplemented with timely ad- 
vertising circulars. 


Keep right on reminding your 
customers of your accessible serv- 
ice, the quality of your products, 
and how much more profit they can 
make feeding quality feeds—that 
holds old customers and increases 
the volume for their profitable uses. 
Keep right on calling on new pros- 
pects to get new customers. Then 
sell for cash, and fair profits are as- 
sured. These are the policies which 
have started this young firm off on 
the right road of advancement. 


FEED REGISTRATIONS UP 

Wisconsin farmers during the past year 
had the widest choice of commercial feeds 
in the state’s history. Exactly 5,212 brands 
of commercial feed were registered for sale 
in the state during 1940, or 505 more 
brands than in the preceding year. 

Receipts from commercial feed manufac- 
turers reached a peak, totaling over $27,- 
900, according to W. B. Griem, in charge 
of the department's feed and fertilizer sec- 
tion. The total number of feed registrants 
in 1940 was 1,018, or 66 more than the year 
before. 

Total tonnage figures are not yet avail- 
able, but the volume sold will probably 
surpass the 556,000 tons sold in 1939, ac- 
cording to Mr. Griem. 


from us. 
@ 


ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of table Rolled Oats 
the products listed here let us furnish your Feeding Rolled Oats 
requirements. Our fast service and quality Feeding Oat Meal 
products make it worth your while to buy Oats 


FAST SERVICE 


FRUEN MILLING CO, 


MINNEAPOLIS, MINN. 


Steel Cut Oat Groats 
Pulverized and Bolted 


Whole Oat Groats 

Steel Cut Wheat 

Ground Oat Groats 

Oat Mill Feed 

Oat Mill Feed with 
Mol 


Steam Crimped Oats 
Steam Rolled Barley 
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Employment Bureau 


A complimentary, confidential service — 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


FEED BROKERS—to call on wholesale and re- 
tail feed mixers to handle sardine oil and for- 
tified oils. Must be acquainted in feed indus- 
try. Give full particulars in first writing. Refer 
to No. 121A, % The Feed Bag, Milwaukee, Wis. 


FEED SALESMAN—Eastern territory. Must be 
acquainted in feed industry and be able to pro- 
duce. Give full information. Refer to No. 1410A, 
% The Feed Bag, Milwaukee, Wis. 


SALESMAN—Wide experience with nationally 
known feed manufacturing concern. Wisconsin 
territory preferred. Married, age 46. Refer to 
No. 0141, % The Feed Bag, Milwaukee, Wis. 


SALESMAN or feed mill manager—experi- 
enced in bookkeeping and assistant manager’s 
work. Prefer Wisconsin territory, but will work 
elsewhere. Age 37, married. Refer to No. 1140, 
c, The Feed Bag, Milwaukee, Wis. 


MANAGER feed and grain business—or sales 
work—twelve years’ experience in feed and 
grain business. Well recommended. Willing to 
work anywhere. Age 40, married. Refer to No. 
1144, % The Feed Bag, Milwaukee, Wis. 


ACCOUNTANT—experienced in feed and fruit 
stores; operated own feed and produce store. 
Prefer northern Illinois territory. Age 29, mar- 
ried. Refer to No. 1142, % The Feed Bag, Mil- 
waukee, Wis. 


POSITIONS AVAILABLE 


OPPORTUNITY—Wisconsin, Illinois, Indiana, 
Michigan and Ohio territory open for livewire 
salesmen to sell poultry and livestock feed. 
Give full information first letter. Refer to No. 
1148A, % The Feed Bag, Milwaukee, Wis. 


FEED SALESMEN—Western Pennsylvania and 
Ohio territory. Well acquainted among farmers 
and able to convince. Full particulars when 
writing. Refer to No. 1104A, % The Feed Bag, 
Milwaukee, Wis. 


SPECIALTY SALESMAN—with knowledge of 
nutrition and chemistry ot contact feed manu- 
facturers in middle western territory. Write 
for proposition. No. 124A, % The Feed Bag, 
Milwaukee, Wis. 


SHIPPING CLERK—man with ability to super- 
vise labor in flour and feed manufacturing 
plant. Refer to No. 1240A, % The Feed Bag, 
Milwaukee, Wis. 


BOB QUAIT MARRIES 

Robert L. Quait, popular sales manager 
of the Limestone Products Corp., Newton, 
N. J., recently deserted the ranks of single 
blessedness. Mr. Quait was married to 
Miss Edythe Card Stoll on December 28, 
1940, in a ceremony performed at Newton. 

Following their honeymoon, Mr. and 
Mrs. Quait will be at home at 225 Spring 
st., Newton, after January 15. Mr. Quait’s 
many friends in the feed industry wish 


him and his bride success and happiness. 
— 


PIG CROP SMALLER 

Reports from farmers throughout the na- 
tion indicate that the fall pig crop for the 
United States is 28,587,000 head which is 
4,100,000 head less than the number of 
pigs saved last fall. In addition to de- 
crease of 12.5 per cent in the number of fall 
Pigs raised as compared with a year ago, 
a further reduction in hog production is ex- 
pected with the number of sows to farrow 
next spring now estimated to be 14 per 
cent smaller than the number which far- 
rowed in the spring of 1940. 

CHEESE AS GIFTS 

More than 1,500,000 pounds of Wisconsin 
natural cheese were sold for Christmas 
gifts, establishing a new record in holiday 
cheese sales, according to the state depart- 
ment of agriculture. Orders for cheese 


came from every state in the country. 


@ HIEBER Feed & Grain Co., Philadelphia, 
Pa. was badly damaged by fire last month. 
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ILLINOIS 

Mr. & Mrs. Oral Elam, Coffeen, recently 
were hired to manage the former Bell Feed 
Store, now owned by Frank Ware, Hills- 
boro. 

Frank H. Funk, member of the Funk 
Bros. Seed Co. for many years, died at his 
home in Bloomington recently at the age 
of 71. 

Wyoming Feed Mill, Wyoming, was sold 
recently at public auction. The mill was 
operated by Paul J. Steimle. 

Corray Bros., Urbana, recently sold its 
feed business to the Savoy Grain & 
Coal Co. 

Victor Hawthorne, Decatur, retired grain 
dealer, died at his home recently at the 
age of 89. 

Wrigley Grain & Lumber Co., Toulon, 
recently completed construction on an ad- 
dition to its plant. 

Seller & Son, Rockford, recently sold its 


grist mill to Merriman & Son, owners of 
the local elevator. 

Norris Grain Co., Morris, recently leased 
the Finnegan grain, elevator which has 
been idle for several months. 

F. Clark Wallbaum, Ashland, died recent- 
ly at the age of 41. He was the manager 
of the Ashland Farmers’ Elevator Co. 

RE-ELECT DeBROUX 

At the annual convention of the Wiscon- 
sin Seed Dealers association, Dec. 11] at 
Portage, Wis. E. L. DeBroux was re-elected 
president. Other officers named included 
Fred Dysson, vice president; J. W. Jung, 
secretary-treasurer; directors, Wm. Knauf, 
R. H. Lang and Henry Michels. F. E. Park- 
er, A. L. King, F. W. Kellogg and L. Teweles 
were named to the seed council. 


TROXEL DIES 
@ GEORGE R. TROXEL, 59, salesman for 
Arcady Farms Milling Co. for 18 years, 
died suddenly in Kansas City, Jan. 8 from a 
heart attack. Mr. Troxel who was with 
Arcady’s Wonder Fat division, was well 
known and liked in the feed industry. 
@ GEORGE McCAULEY, 79, pioneer flour. 
feed and grain dealer of Anoka, Minn. 
died recently after a lingering illness. 


POTASSIUM 


IODIDE MIX 


@ An pee blended and milled combination of 90% Potassium Iodide 
U.S. P. with Calcium Carbonate and Calcium Oxide. Protected by U.S. Patent. 


A stable, very finely divided Powder, bulky and free running, thus assuring 


uniform distribution and a uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


PFIZER) 
QUALITY, 


CHAS. 


81 MAIDEN LANE, NEW YORK, N. Y. 


1849 


Manufacturing Chemists 


PFIZER & CO., INC. 


} 
} 


SUGAR CAME 
PLANTATION 


M 


444 W. GRAND AVE., CHICAGO, ILL. 


TANK CARS - BARRELS - DRUMS 
QUALITY AND SERVICE UNEXCELLED — 
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FOR FEED MIXIN | 
By 
NATIONAL OLAJSSES 
PHILADELPHIA PENNSYLVANIA | 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange 
ST. LOUIS 


PAGE ’S 


Standard 
Quality... 


PA-SE-CO 


brand Seed Corn 


A complete line of Select- 
ed and Tested Varieties of 
Vegetable, Flower and 
Field Seeds. 


Write today for our 194] 
Wholesale Price List 


Also order your Packet Seed 
requirements on our Sale and 
Return Contract. 


The Page Seed Co. 


“At Your Service 
Since 1896” 


P.O. Box B-6, Greene,N.Y. 


s 
—farm quiz 
(Continued from Page Seven) 


ates at WLS, Chicago, and which 
usually comes in here very clearly. 
Our best advertising is in close con- 
tacts maintained with suburban 
and rural clubs and associations. 
A feed firm like ours will always 
find it helpful and beneficial to co- 
operate with the farm organizations. 
So far as collections are concerned, 
we do so little credit business we 
would hardly know but probably no 
material change has taken place in 
this territory. Tenants are about as 
good risks as landowners in this 
part of Indiana — in fact, we've 
never experienced much collection 
grief. A large part of our trade is 
with city people who come and get 
it, get information on the use of the 
merchandise, and pay cash for it.” 
“It doesn't matter much after all 
whether a customer is a farmer 
away out, a truck gardener near 
the city limits, or an uptown man 
with dogs and other pets to feed, 
and shrubbery to spray,” declared 
the feed merchant. “The fact is that 
human nature is much the same 
wherever it is encountered. If a 
store carries the right merchandise 
at the right price, merchandises it 
aggressively but honestly, and 
treats the customers in the right 
way, they will be inclined to return 
and to speak well of the store.” 


Feed Control Men 
Begin New Plan 


The collaborative check sample plan of 
the Association of American Feed Control 
Officials has now swung into action, ac- 
cording to Dr. J. Frampton King, Georgia, 
chairman of the committee. Other mem- 
bers are Dr. H. H. Hanson, Delaware and 
Dr. D. S. Coltrane, North Carolina. 

Beginning January 15, 1941, and continu- 
ing on the fifteenth day of March, May, 
July, September and November, check 
samples are to be issued. During the first 
year the samples submitted are to be as 
follows, and in this order: 

(1) Dairy feed; (2) Poultry starting mash; 
(3) Hog feed; (4) Poultry scratch feed; 
(5) Soybean oil meal; (6) Alfalfa leaf meal. 
Samples are to be mailed by parcel post 
in hermetically sealed metal containers. 

The work of collecting feed materials and 
commercial mixed feeds for samples, their 
preparation, packaging, and mailing, will 
be done by Law & Co., chemists of Atlanta, 
Ga. Participation in the check sample plan 
is open to all state, federal and dominion 
feed control laboratories, and to all in- 
dustrial and commercial laboratories. 


Joseph E. Nelson has been appointed 
manager of the Animal By-Products divi- 
sion of Armour and Co., succeeding J. W. 
Powley, retired, according to a recent an- 
nouncement by the firm. 

Mr. Nelson is a veteran in the Armour 
organization, having joined the company 
in 1908. After a brief experience in the 
mail department, he became a junior clerk 
in one of the departments of the accounting 
division in positions of ever-increasing re- 
sponsibility until in 1928 he was made as- 
sistant to Mr. Powley. In recent years, Mr. 
Nelson has had charge of the feed sales 
activities of the department. 

INDIANA 

Johnson Feed & Supply Co., Sullivan, 
recently opened a new store, remodeling 
and painting the building occupied. The 
new store is a branch of the company 
located in Linton. 

Miller Grain Co., Cloverdale, recently 
took charge of the Smith Bros. Feed & 
Grain Co. elevator and transformed the 
plant into a mill serving as headquarters 
for manufacturing of Miller feeds. 

Coatesville Elevator & Feed Co., Coates- 
ville, recently installed a new 25 ton, 34 
foot scale and generally remodeled the 
store. 

Elmer Nesius, Remington, recently was 
appointed local agent for Vitality Feeds. 
He acquired the agency from Robert L. 
Don. 

James Weaver, Hymera, suffered the 
loss of his feed store recently, when it was 
burned to the ground. 

Riverside Mills, Clinton, reopened last 
month after extensive repairs. Clarence 
Wright, proprietor, closed the mills after a 
fire Labor Day. 

William W. Busenbark, New Market, 
former grain and feed dealer, died at his 
home Dec. 26 at the age of 80. 

Charles E. McClain, Danville, former 
president of the Klondike Milling Co. for 
20 years, died recently at the age of 84. 
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Red 


7 hi 1941 edition of The Feed Bag An- 
nual Red Book has now been distribu- 
ted to the trade and compliments on 
the publication are rolling into The Feed 
Bag offices. 

More attractive and more interesting 
thon its predecessors, the 1941 edition also 
offers extra services to readers. Included 
in the edition for the first time are postage 
paid cards addressed to The Feed Bag 
Annual Red Book. These cards may be 
used by feed men to offer suggestions or 
request additional information. 

Included in the 1941 edition are the lat- 
est definitions of the Association of Amer- 
ican Feed Control Officials plus new data 
on vitamin and mineral content of many 
old and some new feeding stuffs. New 
charts published this year are a complete 
vitamin table and a vegetable planting 
table. The safe analysis table now covers 
magnesium as well as other minerals and 
may be used along with the vitamin table 
to compute the mineral and vitamin con- 
tent as well as the chemical analysis of 
any mixed feed for which the formula is 
known. 

Four special articles are included. These 
cover minerals, proteins and vitamins, each 
by a leading authority in those respective 
fields, while the fourth article is a discus- 


ESTABLISHED 1889 


FREDMAN BAG CO. 
MILWAUKEE, WIS. - 
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for 1941 issued 
by the feed bag 


sion of poultry diseases and remedies in 
relation to the feed industry. 

One copy of The Feed Bag Annual Red 
Book for 1941 has been mailed to all of 
The Feed Bag subscribers without extra 
charge. Additional copies may be ordered 
at $1.00 each. 


Small Sales Co. 
Now at Kansas City 


The W. J. Small Company, Inc., Neode- 
sha, Kansas, makers of dehydrated alfalfa 
meal, have transferred their sales organiza- 
tion to Kansas City, according to W. J. 
Small. The Kansas City office, known as 
the W. J. Small Sales Co. will handle the 
sales and distribution of the parent firm. 

H. A. Dyer will continue to act as direc- 
tor of sales under the new organization 
and Lloyd M. Faris will be associated with 
him as assistant director of sales. 

The W. J. Small Co., Inc. will maintain 
its executive and operating office at Neode- 
sha, Kansas. 


NO-MILK Good 


NO-MILK Calf Food has been a popular profit 
item with feed dealers for more than 55 years. 
More than 1100 dealers who now handle No-Milk 
Calf Food are helping their customers raise better 
calves and hogs. Write today for complete infor- 
mation and prices. 


National Calf Pellets Are Also Available 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Mgr. 
FOND DU LAC 


WISCONSIN 


CORN - OATS - FEED BARLEY 
Poultry and Milling Wheat 


ANY GRADE... ANY QUANTITY... ANY TIME... 


Write or Wire for Quotations 


BUNGE ELEVATOR CORPORATION 


MINNEAPOLIS MINNESOTA 


with “VITALITY FEEDS” 
FOR COMPLETE FREE INFORMATION WRITE 


VITALITY MILLS, INC. Ciicaco 


CHICAGO, ILL. 


| 

| GIVE YOUR BUSINESS 
Vv 
= * EY. 
BOOST 

Buy (Baty 

| 


Si is very little difference in the 
protein content of Wisconsin hybrid 
corn and open pollenated varieties, ac- 
cording to analyses made recently at the 

Dependable-Uniform feed ont fertilizer laboratory of the Wis- 
400 D 400 D 85D consin state department of agriculture. In 

3000 A 1000 A 600 A fact only .22 per cent difference was shown 


in the two types. 
Sardine oil—natural fish liver oils Varieties of both kinds of corn, gathered 


F. E. BOOTH CO., INC. from all parts of the state, were analyzed. 
Department FB BD. voorns To eliminate any variation which might be 
110 MARKET ST.,SANFRANCISCO,CAL. 


due to moisture difference results were cal- 


CEREAL }| Rowen Oats 


Other DEMON Products 
GRADING CO. ne CUT OATS 


MINNBAPOLIS @ WHOLE OAT GROATS 
@ FEEDING OAT MEAL 


@ REGROUND OAT FEED 
GOOD ® OAT GROAT FLOUR 
CORN and OATS @ PULVERIZED OATS 
For 
WISCONSIN TRADE Des Moines Oat Products 
Prices Right — Service Prompt Company 
TRY US DES MOINES, IOWA 


ranks high in 
protein tests 


culated to a uniform 15 per cent moisture 
basis, equivalent to No. 2 grade. 

Sixteen samples of the open pollenated 
corn averaged 9.55 per cent protein the 
samples ranging from 7.88 per cent to 11.50 
per cent protein, it was reported by W. B. 
Griem, chemist in charge of the depart- 
ment’s feed and fertilizer division. 

Thirty-six samples of Wisconsin hybrid 
corn averaged 9.33 per cent protein rang- 
ing from 8.10 per cent to 10.85 per cent 
protein, Griem said. The hybrid samples 
were selected to represent very early to 
late maturing varieties. 

The difference of .22 per cent protein in 
this series of tests does not seem to be 
significant, it was pointed out. More sam- 
ples will be analyzed to check the ac- 
curacy of the results and to determine if 
there is strain uniformity. In making the 
tests, the department sought to learn what 
effect there would be on maintenance of 
protein guarantees in feed formulation if 
there were a shift from the open pollinated 
to the hybrid types. 

@ CONKLIN Road feed mill, Great Bend. 
Pa., was destroyed by fire last month. 


Clear Quill CAPITAL 


FLOUR MILLS, 
QUALITY FLOURS 


SELL this mineral 
For _ that is really different 


Hogs —it offers an oppor- MINNESOTA GIRL 
Poultry ‘unity for greater GOOD BREAD FLOUR 


Cattle B r A its! Write for ALSO 
anaes A Complete Line of Mill Feeds 
WATERLOO MILLS CO. Office: 
Manufacturers CORN EXCHANGE BLDG. 
WATERLOO, IOWA Minneapolis, Minnesota 


/ E. K. STEUL CO. 
LS yeas MADISON, WISCONSIN 
° Manufacturers Representative 


For quality, satisfaction and service 


Feeds now carried at our wholesale handle these popular feeds 
warehouses were not yet known. 


ICLINTON, 


Peanut Meal, Fish Meal, Soy Bean Meal, Corn Gluten Feed.................... 23% P. 
Brewers Yeast, Sardine Oil, Sweetened Sweetened Gluten Feed = 18% P. 
Whey. Toasted Soybean Meal..........44% P. 
Linseed Meal 
FEED SUPPLIES, Inc. Oat Products & By-Products Feeds 
West Allis—1637 South 83rd St. Clo-trate Cod Liver Oil 


No. Milwaukee—3328 W. Cameron Ave. Get our prices when in the market. 


DEFEND 


Your Poultry Ration 


Against harmful lack of vitamins 
A and D with... 


DEVOLD'S "STANDARD” 


(Devold’s Vitamin A & D Feeding Oil 
“Standard’’-100-USP A/100 AOAC D) 
—A Blend Containing Cod Liver Oil— 
—Biologically Tested— 
Write for information and prices. 


Peder Devold Oil Co., Inc. 


Affiliated with: 
Chas. L. Huisking & Co., Inc. 
147-P Varick St., New York, N. Y. 


5 485 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications 
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Sign Posts 

by EMIL J. BLACKY 

As highway markers plainly guide 

Us through the town and country- 
side, 

Let's set our marks for 

Toward a goal—to get things done. 


CURVE AHEAD — Heed well this 
sign; 

It's upward in the feed sales line. 

Stay in high gear; avoid the fence 

And use the brakes of common 
sense. 


DETOUR — In letters glaring red 

Should warn you of pitfalls ahead, 

The worst of which, unless one 
looks, 

Is too much credit on the books. 


NARROW BRIDGE—This is no joke; 

It marks the point where men go 
broke 

Who shun new things of any kind 

And go on with a one-track mind. 


MEN WORKING — Do give them a 
chance; 

They toil in peace — remember 
France! 

Salute them, friend, and as you do 

Resolve to keep on working too. 


END OF ROAD—May you not see 
A sign of such tutility, 

For man to man and every day 
We'll ban it from the U.S.A. 


OHIO CONVENTION 

An earlier date than usual has been 
set for the sixty-second annual convention 
of the Ohio Grain, Mill & Feed Dealers 
association this year, according to the as- 
sociation’s governing board, in order to 
permit local meetings before harvest time. 
The convention will be June 2-3 at the 
Deshler-Wallick hotel, Columbus. 

YEAH, TEAM 

John R. Jirdon, Moroll, Neb. feed and 
grain dealer, attended the Rose Bow! foot- 
ball game to see his favorite team, Nebras- 
ka, give a good account of themselves. 
Maybe Nebraska lost because Dealer Jir- 
don entered the Rose Bowl through tunnel 
13, sat in row 13 and in seat 13. 

PENNSYLVANIA 

J. J. Schofer, Topton, recently sustained 
the loss of a feed and grain mill in Sham- 
rock, fire causing damage amounting to 
$7,500. The mill was operated by Fred 
Stiles. 

Ira H. Spencer, Susquehanna, of the 
Spencer Feed Mill. died recently at the 
age of 68. 

Homer City Feed Co., Homer City, has 
been taken over by W. K. George, son of 
the owner. The company mill was recently 
destroyed by fire, and the owner has pur- 
chased the H. D. Wetzel mill. 

Leonard M. Chapin, Darlington, part 
owner of a local feed mill, died recently at 
the age of 50. 

@ D. W. LONG, Convoy, O., has retired 
after 42 years in the feed and grain 
business. 

— 
@ FENNIMORE Roller Mills, Fennimore, 
Wis., recently moved into its new plant, 
built to replace the structure lost by fire. 


@ WILLIAM BOTTERAM, Long Lake, Minn., 
feed dealer, was recently reelected trustee 


~ of his village. 
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“Let Them Help You Make 


EST Year” 


VALUABLE GIFTS FOR DEALERS 
Valuable CREDITS exchangeable for high- 
quality merchandise in every bag of Blatch- 
fords. See your jobber or write for illus- 
trated catalog. 


WAUKEGAN 
ILLINOIS 


Blatchford: 
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AVI-TAB. 


This tonic and 
conditioner brings in 


extra money for everybody. 


Laying hens should be fed Dr. Salsbury’s 
Avi-Tab in laying mash, or fed a feed that’s 
fortified with Avi-Tab. 


Also, baby chicks should be given the right 
start with Avi-Tab in their mash. 


Tests show that Avi-Tab fed hens lay more 
eggs . . . that Avi-Tab fed chicks do better 
and grow faster. Here’s one example: 


Recent six-weeks’ test demonstrated that 
Avi-Tab fed chickens gained 17.6 per cent more 
weight than identical group not fed Avi-Tab. 
See that your customers give their chicks, 
growing birds, and layers the benefit of Dr. 
Salsbury’s Avi-Tab. More rapid growth and 
= weight will mean extra profits for every- 

ody. 


DR. SALSBURY'S LABORATORIES 
CHARLES CITY, IOWA 


IDEAL FLOCK CONDITIONER 


DRIED 


CORN DISTILLERS GRAINS WITH SOLUBLES 


5,000,000,000 
YEAST CELLS 
PER GRAM! 


That’s what laboratory examinations 
estimate to be present in Produlac 
Dried. But you know without consult- 
ing a technical report that yeast is an 
excellent source of Riboflavin, that 
this essential vitamin has become an 
outstanding factor in poultry nutrition. 
Essential vitamins and effective nutri- 
tional factors combine to make Produ- 
lac Dried one of the biggest feed val- 
ues on the market. Mix it, substitute 
it for more costly ingredients. Then 
you'll see why the smart feeder con- 
siders it a “must” in dry feeds. 

FEED DEALERS: Send for a supply of new 
Produlac Dried folders NOW to Dept. B, Grain 


Products Division, National Distillers Products 
Corp., 120 Broadway, New York. 
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Service department for cour seaders. Low 
Rates: 35c per line: minimum, four lines 
including heading. 


PRICED FOR QUICK SALE 

4 Monarch 18 in. double runner belt drive, 
$30.0 

on Monarch 20 in. double runner belt drives, 
$35.00 each. 

One Robinson 20 in. double our | belt drive 
with 10 h. p. motor and starter, $95.0 

One Diamond Huller 18 in. direct —- two 
7/2 h.p. motors with starter, $50.00. 

One Dreadnaught Cob Crusher, $35.00. 

One Stearns Magnetic Separator, one year 
old, good as new, $65.00. 

All used equipment in working order, ready 
to run and prices you cannot duplicate. 

Write or wire immediately. All prices subject 
to prior sale. Keep us pase as to what equip- 
ment you are interested 

INDUSTRIAL EQUIPMENT co. 
720 N. Jefferson St. Milwaukee, Wis. 


EXCELLENT SIDE LINE 
Salesmen to sell attractive counter display 
card, ‘‘DI-FAST” rat killer. Write for details. 
Standard Products Co., Napoleon, Ohio. 


HEALTHIER HENS 
From ween with UNIVERSAL YEAST — 
Means MORE E 
The natural a customers that 
repeat on your mashes. 
Free Formula Service 
RICE LABORATORIES, INC. 
Dassel, Minn. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 
Cutter — grader — polisher— aspirator, one ton 
per hr. A com dition, guarantee. Write CM-116, 
The Feed Bag, Milwaukee, Wis. 


MILL FOR 
Has 30 H.P. motor — used only time. 
Like new. for cash. Write % 
The Feed Bag, waukee, Wis 


WANTED 
Feed salesman who will work out of Buffalo. 
Must produce; follow instructions. Write VM 141, 
% The Feed Bag, Milwaukee, Wis. 


@ RALPH COCHRAN, Green City, Mo., 
resigned last month as manager of the 
Farmers Co-operative Shipping associa- 
tion. H e is succeeded by George L. Sparks. 


FOR QUICK SALE 
One-ton mixer attrition mill. 35 h.p. motor, 
belting, om and all equipment of 50 bbl. 
flour mill. Located in central Wisconsin. Write 
REH-1240, % The Feed Bag, Milwaukee, Wis. 


SPECIALTY SALESMAN 
To contact feed manufacturers. Middle west- 
ern territory. Experience important. Knowledge 
of nutrition and chemistry helpful. Excellent 
proposition for right man. Write SCC-124, % 
The Feed Bag, Milwaukee, Wis. 


FOR RENT OR LEASE 

Wholesale and retail grain and feed estab- 
lishment, fully equipped with grinder, mixers, 
scales, grain cleaners and large capacity for 
grain storage. 15,000 sq. ft. of floor space, 
basement and three floors all connected with 
freight elevator. Located on GB&W lines, Stur- 
_— Bay, Wis. For information write V. M. 
ushman, 802 Bellin Bldg., Green Bay, Wis. 


@ A. E. STALEY, SR., chairman, board of 
directors, A. E. Staley Mfg. Co., Decatur, 
Ill. died recently at Miami, Fla. He was 
73 years old. Mr. Staley entered business 
in Baltimore, Md. in 1898 as a starch man- 
ufacturer and in 1909 purchased a starch 
company in Decatur. The firm pioneered 
in soybean processing. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since '92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bl 4 Kansas City, Mo. 


«FOR FEED CALL « 


“Stormy” 


IOWA FEED COMPANY 
Phone 45177 Des Moines, Iowa 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either Prompt or deferred inseed Meal. 
Save Money. “Stand by Stan.’”’ 
A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


Now! -Buy SUPERIOR’S -Pure 


| | 


Superior Packing Co. 
St. Paul, Minn. 


OCcCCIDENT 
MIXED FEED 
Hits the Feeding Wark 


hassel Miler Millin 


Li 0, Minneapolis, Minn. 


MINNEAPOLIS 


e56¢e 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 
North East Feed Mill Company 


MINNEAPOLIS MINNESOTA 


FEED SURVEY 


Sales of $624,008,000 were made in 1939 
by 16,773 feed, grain and hay stores, ac- 
cording to a report released by William L. 
Austin, director of the U. S. census. This 
compares with a volume of $346,667,000 in 
1935 by 11,132 retail firms, and with $990,- 
742,000 being attained in 1929 by 21,394 
firms. 

Wholesale feed firms are quoted by the 
survey as doing a business of $139,014,000 
in 1939, with stocks of $8,744,000 being on 
hand at the end of the year. 


@ X. T. PRENTIS, Mt. Ayr, Ia., feed and 
hatchery dealer, was recently reelected to 


his second term as state representative for 
Ringgold county. 


Deutsch & Sickert Co. 


741 N. Milwaukee Street 
Milwaukee, Wisconsin 


© Norge Pure Cod Liver Oil 
® Staley’s Corn Gluten Feed 
® Staley’s Soybean Oil Meal 
© Big Chief Meat Scraps 


Grain Feed Hay 


Disinfectants 
and Insecticides 


CRESANOL and 
Dip, Coeff, 6) *WHITPINE 
(Pine Disinfectant for Incuba- 
tors) « *HYDROL (Litter Spray Concentrate for Coc- 
GANT*KLOREX (Concentrated Hypochlorite Powder) 
WHITOLINEUM (Red Mite Paint) « R e ROOST 
PAINT (Nicotine C d for oultry). 


Poultry Treatments 


REM (Blood Soluble Anti-Pick) « VERMEX TABLETS 
(“‘Two-in-One’’ Worm Tablets) e OVUMIX (Tonic 
and ee Treatment for Worms 


rite for prices and full details. 


WHITMOYER LABORATORIES, Inc."“cnemists 
Box 00 e MYERSTOWN, PENNSYLVANIA 


HIAWATHA 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


GRAIN COMBPARY 


MINNEAPOLIS, MINN. 


Dried Skim Milk 


Cc. W. BURCKHALTER, INC. 


156 FRANKLIN ST., NEW YORK, N. Y. 


e Dried Buttermilk 
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| PRODUCTS OF 
SCIENTIFIC MERIT 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS' e 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


CLO-TRATE 


Cod Liver Oil fortified in 
vitamins A and D. 


Distributors of: 


Hubinger (Keokuk) 
Corn Gluten Feed 
Kellogg’s Hominy Feed 
Chenango Dried Whey 
Wheat Germ Oil 
Wheat Germ 


WRITE US FOR FURTHER INFORMATION 


BRANCH OFFICE 
MIDDLETOWN, N. 


SUNSET BRAND FEED 
(an exclusively milk product) 


High in flavin, milk albumen, 
and milk minerals. 


Albers Bros. Milling Co 5 
Allied Mills, Inc 25 
American Dry Milk Institute 8 
Arcady Farms Milling Co 6 
Armour & Co. 45 
Atkins & Durbrow, Inc 14 
Blatchford Calf Meal Co. 55 
F. E. Booth Co 54 
Borden Company 16 
Broadway Press 54 
Bunge Elevator Corp 53 
Cc. W. Burckhalter 56 
Calcium Carbonate Co.. 46 
Capital Flour Mills Inc 54 
Cargill, Inc. 58 
Cereal Grading Co 54 
Classified Advertisements 56 
Herbert K. Clofine 48 
G. E. Conkey Co 26 
Corn Products Sales Co 44 
Denver Alfalfa Milling & Products Co......... 52 
Des Moines Oat Products Co. ........cccccseseeseeees 54 
Deutsch & Sickert Co 56 
Doughboy Mills, Inc. 2 
Dreyer Commission Co. 56 
Duplex Mill & Mfg. Co 41 
Feed Supplies, Inc. 54 
Franke Grain Company 5 
Fredman Bag Co.. 53 
Fruen Milling Co 50 
General Biochemicals, 5 
Hiawatha Grain Co 56 
S. Howes Co., Inc 5 
Hubbard Milling Co 10 
Chas. L. Huisking Co 54 
T. E. Ibberson Co 29 
Iowa Feed Co 56 
A. E. Jacobson Machine Works.....................0 35 


Spencer Kellogg & Sons Inc 
King Midas Flour Mills 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


(Higher in Protein) 


TENNANT & HOYT Co. 


LAKE CITY, MINN. 


La Budde Feed & Grain Co 47 
Lapp Laboratories Inc 43 
Leary Grain Co 56 
Limestone Products Corp. of America............ 20 
Mill Mutual Fire Prevention Bureau.............. 58 
Minneapolis New Year Greeting.................... 36 
Morton Salt Co 58 
Murphy Products Co 59 
National Cottonseed Products Assn. .............. 28 
National Distillers Products Co...........0.....0:00 55 
National Food Company 53 
National Molasses Co 51 
National Oil Products Co 50 
New England By-Products Co...........cccccccecceseeee 44 
Northeast Feed Mill.... 56 
Northrup King & Co 40 
O & M Seed Co 49 
Oyster Shell Products 41 
Page Seed Co 52 
39 
Pecos Valley Alfalfa Mill Co.. — 
Chas. Pfizer & Co 51 
Quaker Oats Co. 34 
Russell Miller Milling Co..........ccccceesceeeeeceee 56 
Ryde & Co. 45 
Dr. Salsbury’s Laboratories 55 
Screw Conveyor Corp 43 
Self Locking Carton Co 19 
Sidney Grain Machinery Co.........cccceccceseeeeee 47 
E. R. Squibb & Sons 13 
. L. Stanchfield & Co 56 
E. K. Steul Co. 54 
Strong Scott Mfg. Co 3 
Sunset Feed & Grain Co 57 
Superior Packing Co. 56 
Swift & Co 57 
Tennant & Hoyt Co 57 
Tobacco By-Products & Chem. Corp............... 22 
Vitality Mills, Inc 53 
Waterloo Mills Co. | 
Werthan Bag Corp 58 
White Laboratories, 38 
Whitmoyer Laboratories Inc 
Wilson & Co 57 


Firms that spend money to build good will are 
less likely to do anything that might nullify the 
effect of their advertising than firms making no 
-—_ investment. It will pay readers to trade with 

The Feed Bag advertisers. 


SWIFT & COMPANY 
SOY BEAN MILLS 


Champaign, Ill. @ Cairo, Ill. 
Des Moines, Ia. @ Fostoria, O. 


Manufacturers of 


SWIFT'S 
SOY BEAN OIL 
MEAL 


Pure old 
process 41% 
protein 
guaranteed 


yoo wr 


Phone 
Write 
Wire 

For Prices 


rep W sranp 


DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 


BONE MEAL) 


Your best 
source of 
PROTEINS 


and 


MINERALS 
for Feed 
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| Be), [WILSON & Co] 
GIL MEARE Kansas City - Chicago - Oklahoma City 
Omaha - Albert Lea - Cedar Rapids 


Highest Quality 


Prompt Service 


MORTON SALT COMPANY 


MILWAUKEE WISCONSIN 


Better Built Bags 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asouT sacs! 


(Quoted from a Customer's letter) 


“Here comesa bouquet for you 

and your entire organization. 
vx a x It is a pleasure to do 
business with a swell outfit 
like you have.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


- 

“ 


...And 


dust control 


could have 
prevented it! 


Fire, dust explosion, or other disaster . . . some hidden 
defect is almost always the cause. Our trained, ex- 
perienced, engineering service can “X-ray” your plant 
and minimize the possibility of sudden death to your 
investment. 

Let us prove our ability to analyze your protection 
problem. We've devoted a life-time to fire prevention in 
the mill and elevator field. 


MILL MUTUAL FIRE PREVENTION BUREAU 


400 West Madison Street e¢ Chicago 


FOR SATISFACTORY RESULTS 
IN EVERY BRANCH OF 

THE GRAIN BUSINESS 

TRADE WITH 


INCORPORATED 


MINNEAPOLIS AND ALL 
PRINCIPAL TERMINAL MARKETS 


Special Attention Given To Barley 
And All Feed Grains Shipped To 


MILWAUKEE 


Read the Cargill Crop Bulletin 
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Not Great MURPHY RADIO PROGRAMS 


“HOME ON THE FARM,” the newest newcomer 
to the Murphy Radio Family and the newest idea in 
radio advertising. This program, broadcast direct from 
their farm by real farm folks, the Tonsfeldt Family, 
presents the human side of farm life. Listen to this 
Murphy’s Concentrate-selling program every Saturday 
1 to 1:30 P. M., over WLS, WHO, WDAY, KROC, 
KYSM, KFAM. 


“FEEDING FACTS,” the second newcomer, is broad- 
cast on “the hottest spot” on WLW, the Nation’s Station, 
Cincinnati—between “Everybody’s Farm” program and 
the LIVESTOCK MARKETS. Paul Allison, veteran 
WLW announcer, really SELLS Murphy’s Concen- 


Now Make it STILL Easier to SELL MURPHY’S CONCENTRATES 


trates every Monday, Wednesday and Friday at 1:05 
P. M., E. Ss. 


“WLS MURPHY BARNYARD JAMBOREE,” 
is the “granddad” of the Murphy Radio Family. This 
month it celebrates the beginning of its 6th year on the 
air making NEW customers and friends for Murphy 
Feed Merchants. Listen to this “high spot” on the one 
and only WLS National Barn Dance every Saturday 
night, 9 to 9:30. 


“WHO MURPHY JAMBOREE.” Here is another 


time-tested Murphy radio program, on the air nearly 
4 years doing a REAL selling job. It is broadcast over 
WHO every Saturday night, 8:30 to 9. 


3 
ty 


These Murphy radio broadcasts combine the most popular type of farmer’s radio 
entertainment with practical feeding information. They build up profitable, repeat 
business for Murphy Dealers. These big radio programs are helping 2,000 Murphy 
Feed Merchants to get new feed business from an UNTAPPED MARKET. Put 
this Murphy Radio Advertising to work selling Murphy’s Concentrates for YOU. 


ir} ale 


MURPHY PRODUCTS COMPANY 


BURLINGTON WISCONSIN 


MAKE MORE MONEY WITH MURPHY’S 


Added Sales-Push ava MORE PROFIT for You 
4. | 
x 
Murphys. } Vy 
4 
| 
| 
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SELECTIVE SERVICE 


IN THE FEED BUSINESS. 


Met 
everything 
FEED DIVISION 
but a 
practical 
plan for 
MINNEAPOLIS 6 MINNESOTA building a 
profitable 
feed 
business 


WEEKLY PRICE LIsT 


ival draft terms, 


F.O.B. MINNEAPOLIS, 


¢ changes and our confirmation, arr 


We quote today, subject to marke 
in mixed cars, 3S follows (Sacks Included) + 


per Ton 
pickaw?y poultry seratch (no grit), jute $00.00 King Midas, 
All-Star poultry seratch no grit), jute $00.00 Gardner's Best 
chick seratch no grit), cotton $00.00 Arlingto sp 
i j k 


y 
pickaw®Y Growing seratch (no grit), cotton $00. 1 
King Midas 


All-Star Es Mash 18 % 
rmeo Ese Mash 18% 
Pickaway Starting Mash 

ickaway il Mash starter 
pickaw2y srowinges Mash 
pickaw2 key starting M 
pickaw2y urkey Growin 
Ppickaw2 key 


u 
pickaw2y poultry Fattener 


| R . | 

pickaw®; h ecentrate 40% $00.00 
pickaw Mi neentrate $00.00 
pickaw2 ash Concentrate $00.00 
Armco Mash Concentrate (withor 

pickaw2y poultry Grain Balancer 26% ---- 00 Armco 
pickaw2Y poultry Grain Balancer 40% ---- $00.00 Holsum 

Holsum 2 
cE} Holsum 


Holsum All-in-One Hog Feed (1¢) pro.) $00.00 
Holsum pig & Hoe Balancer (26% Pro $00.00 LF Mit 
Holsum H supp t (42% pro $00.09 ‘ Ns 
Holsu Mineral Holsum Calf Meal (25's cot.) 
JISCELLANEO! 
Standard Middlinss Alfalfa $00.00 
Flour Midadlinges Dehydrated Alfalfa Meal ------- $00.00 
Clipp Gluten $00.00 
Beat Meal -------~ $00.00 
*Cotton Seed $00. 
fe} *Meat $00.00 
resentative $00.00 
1 gladly call $00. 
and *Qyster shells -------~ $00.00 
tall explain $00.00 
¥ without 300.00 
+pulverized oyster $00.00 
«Cod Liver $06.00 


obligation 


A 
PPLE RIVER MILL COMPANY 
FEED DIVISION 


KIN 
G MIDAS FLOUR MILLS 


MINNEAPOLIS 


' , 49°s, bbl. $00.00 
inl, 49°S> $00.00 
Ss bbl. $00.00 
x, bbl. $00.00 
| ash $00.00 bbl. $00.00 
$00.00 
$00.00 Graham, 98's, bbl. $00.00 
$00.00 White Rye, B'S, bbl. $00.00 
$00.00 Medium Rye, 5's; bbl. $00.00 
$00.00 Dark Rye 98's, bbl. $00.00 
$00.00 Farina, B's, bbl. $00.00 
Rolled Oats, per bale $00.00 
; King Midas Ppaneake Flour, pet 12/3 -------- $00.00 
King Midas pancake Flour, per 10/5 ------- $00.00 
| 
Dairy Ration $00.00 
4% Dairy Ration $00.00 
2% Dairy Balancer $00.00 
| 
a No. 2 Dam: 
No. 2 Horse Feed... 
| 
: > 


